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WHY A CONVENTION? 


Because it gives every member an opportunity to 
personally “hob-nob” and exchange thought with 
hundreds of Credit Managers of large and small 
businesses, which he could get in no other way. 


We expect two thousand Credit Managers at our 
Convention in Nashville, June 18-21. 


Why not make up your mind now to spend a 
week of intensive Credit Training in this delight- 
ful Southern city. We will guarantee you will no 
longer ask “Why A Convention?” 
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Members of 
National Retail Credit 
Association 


Your Convention Will Be Held in 


NASHVILLE, TENNESSEE 
June 18-19-20-21 


Four days of Educational features on the most important subject of 
Retail Credit Extension. 

Four days to mingle with Credit Managers (Men and Women) from 
all sections of the country. 

Four days to learn things it would take years to get within the walls 
of your office or your own community. 

Four days to enjoy the Hospitality of a real Southern City. Your 
fellow members in Nashville have made preparations to entertain in true 
Southern style, two thousand members. 

A special rate of fare and one half has been granted by the Railroads. 

Opportunity is knocking. Come as a representative of your firm or 
take your vacation and mingle Credit Education with Pleasure. 

Write us at once telling what reservations you need. Bring the wife 
and tamily. You are all welcome and the reduced fare applies. 


National Retail Credit Association 


Executive Offices St. Louis 
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A New 
Machine 
Posting 
Service! 





























Your machine posting rou- 
tine, your machine posting 
needs may differ entirely 
from those of the ordinary 
business. Yet your stationer + 
can fit your requirements 

perfectly with Irving-Pitt 

Machine Posting trays and y 
devices: SS 


—Because I-P Machine ae 
Posting Equipment is the one : 


absolutely complete line on 


which intelligently antici- 
pates every situation—and 
meets it. oy 





the market— 
—Becaus¢e it is the one line S ‘ 








—Because at least one of 
the four types of I-P Equip- : . 
ment corresponds to almost 
any method you might use. 


—Because all four types 
offer speed, accuracy and con- 
venience—at the lowest cost 
per record. & 


(/ 


Why should you reorganize 
your office procedure to fit 
new equipment when there 
is I-P Equipment to fit your 
procedure? 


Ask your I-P stationer! He 
has a real Machine Posting 
Service to show you. 


IRVING-PITT MFG. CO. 


New York Kansas City Chicago 
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Education and Southern 


Hospitality 


HOSE who attend the 17th Annual Convention of the National 
Retail Credit Association at Nashville, Tennessee, during week 
of June 17, will have an educational program combined with 

Southern Hospitality, which should make this our most outstanding 
Convention. 


President J. R. Hewitt of Baltimore has worked night and day to 
arrange a business program out of the ordinary for educational fea- 
tures, and the Nashville Committee has been on the job every 
moment since. our last Convention, arranging details for the comfort 
and entertainment of visitors with true Southern Hospitality. 


For a combination of Business and Pleasure, a trip to our 
Nashville Convention will be hard to beat. 


Matters of vital importance to the Retail Credit interests will be 
discussed and the vote of the corner store Credit Manager will be 
just as important as that of the Department Store. 


Specialfcare_ has been given to the entertainment of visiting ladies, 
so that members may be assured that they can sit in the business 
sessions with the knowledge their wives or daughters are not being 
neglected. 


The reduced fare granted by the Railroads applies to the family 
as well as delegates. It provides a rate of one half the regular fare 
for the return trip. But those desiring to take advantage of this 
saving must ask for a Certificate for the National Retail Credit 
Association Convention when they purchase their tickets. All Rail- 
road agents have them. 


While the business sessions do not begin until Tuesday, June 18, 
the Hospitality begins the moment you arrive, and special enter- 
tainment features have been arranged for Monday, June 17. You 
are urged to reach Nashville not later than noon Monday. 


Let us make this our best Convention. Rub shoulders and ex- 
change thoughts with Credit Managers from all parts of the country, 
and take advantage of the entertainment features prepared by 
the Nashville Retail Credit Managers and Business Men. 
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Common Sense and Credit 


By E. W. CORNELIUS, Executive Secretary 
The Wisconsin Retailers Association 


credit conditions. I have been called upon by a 

number of our members to attempt collections of 
large amounts that have run long past the time when 
they should have been entirely cleared up and I be- 
lieve would have been entirely cleared up had the 
dealer been kind, but persistent and prompt in con- 
nection with the payments. 

In all of the cases called upon I have found a 
willingness to pay. The customer had gotten himself 
into a financial muddle that he could not climb out of. 
It was a question of paying the fellow who pressed 
him most and letting the other fellow wait, and in 
most cases the other fellow did wait and will keep on 
waiting forever. It is human to want nice things. It 
is natural to find the sources of getting nice things, of 
figuring out the ways and means of financing the 
things wanted. If a man and his wife and family, if 
he has one, has long had a passion for a radio, an au- 
tomobile, or some other hobby, he hungers for it, and 
his life is not complete without it. Every time he has 
ten dollars in cash in his hands they itch for that 
nice thing, and they itch badly. He reviews the past 
and thinks to himself, “Well, I can’t afford it. I have 
those bills to pay, but they can wait. I’ve wanted 
things before and got them, 
and somehow the good 
Lord took care of me. If 
I can’t make the grind they 
can always take it back. 
Well here goes.” And then, 
dear merchant, the ten 
spot goes to place that new 
radio in the house. Your 
customer has his heart’s 
desire. He is happy. His 
station in life is raised. 
His family is happier; they 
look at life in a different 
way; they become brighter 
and better citizens, and 
more educated, and you 
have performed a real 
vital definite public service 
as a citizen by raising the 
standard of that custom- 
er’s life. You have become 
a party to local and na- 
tional charity. 


I HAVE had considerable experience of late with 


But — now listen, Mr. 
Merchant! Just how much 
charity can you afford? 






Have you met your obligations to charity? Have you 
gone the limit in giving, that others might find hap- 
piness in this short space? If so,*can you afford to 
crowd in another twenty or thirty dollars to charity? 
Can you afford to wait another five years on driblets 
because your fine and truly conscientious customer 
must also pay the radio man? 

I have had my own personal experiences with credit. 
I have for some time been on a definite budget sched- 
ule, permitting me the enjoyment of what luxuries | 
can afford, natural comforts, and some savings for 
the rainy day. There have been times when I have 
felt the human urge of desire; and there have been 
times when desire has won the struggle against duty. 
There have been times when I have been seemingly 
hopelessly tied up, and I have had the desire to de- 
clare myself bankrupt and start anew with a clean 
slate, letting the other fellow worry about what I 
owed him. But born within my heart is that spirit 
that forces me to account for my every action, to pay 
every debt, to leave this world on “my day” with a 
clean slate and with joy in my heart as I go, that I 
have played square and have met every earthly obli- 
gation. 

Now, here is the kind of merchants with whom I 

have dealt. One is the util- 
| ity that serves me with 

light, gas and other com- 
forts. The utility first of 
all exacts of me the sum of 
$5 to protect them should 
I fail to pay my bill. Fur- 
thermore should I fail to 
pay they can at any 
moment turn off my serv- 
ice and make me wait good 
and plenty until they re-in- 
stall it; so consequently I 
promptly pay my service 
bills. 

Another drain on my 
treasury is the grocer or 
food distributor. Well, in 
my case, I want to stand 
right with him at all times. 
He is a known business 
man with whom I must al- 
ways be in good standing. 
He is the fellow who 
cashes my checks, who fills 
It was a question of paying my order and leaves it be- 


— Renee See tween the doors when I ex- 

















pect to be real late. He can serve me in so many ways, 
and | am so anxious to stand highly in his eyes that 
I always pay him cash. I must admit, however, from 
some. of the accounts I have been working on that 
such is not the case with all grocery customers. 

One great suffering branch of charity workers is 
the medical profession. I for one would heartily 
endorse a standing civic fund for that great army of 
life savers who so often go through hours of hard- 
ship without pay and are so frequently misunderstood 
by those knowing absolutely nothing whatever about 
the true conditions. These noble men seem to live 
happily and comfortably in spite of their mountainous 
list of no-pay patients. For my part it would make 
me happy to see every physician become a millionaire, 
of course so long as I could prevent him from getting 
too great a portion of my funds. Now in paying the 
doctor, if I am particularly pinched at the time his 
straggling bill comes along I pass it over for future 
examination, next pay day. However if I feel a little 
down in the mouth when I am making out my checks, 
and feel that I may need my doctor before next pay 
day I always try to squeeze in a payment on account, 
so he will think I am at least conscientious and that 
he will get the balance if he waits long enough. 

Now—comes that other great class of merchants— 
the men who make us happy; who help us cheat the 
doctors ; who help us laugh 
and be merry twenty-seven 
days a month, and who 
only worry us for three 
days, when they present 
their bills, and who occa- 
sionally worry us an extra 
day by writing a nasty let- 
ter or sending a collector— 
the men who sell radios, 
automobiles, furniture, and 
other nice things that we 
love. 

Of this group there is 
one class that knows their 
stuff and knows it well, 
and that group is the auto- 
mobile men. Five days be- 
fore your note is due you 
receive a notice with glar- 
ing red letters upon it re- 
minding you of the date 
the note is due, and that it 
must be paid ; monkey busi- 
ness will not be tolerated. 
It is a precise and busi- 
ness-like notice, and _ be- 
lieve me if that note is not 
paid on the due date you 
receive a short spicy one 
that makes you shudder at 
your neglect and bawl 
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yourself out for having forgotten it. In proportion to 
the cost of the item and the censideration that many 
people who buy automobiles have only the down pay- 
ment and no idea in the world where the rest of the 
money is coming from, the automobile finance compa- 
nies have the lowest loss ratio, in comparison, of any 
trade. And more than that, the automobile industry 
politely tells you, “If you want us to finance your 
purchase of this car we shall be happy to do it for 
several hundred dollars extra.” And we are glad to 
pay the extra dollars to get the car. 

My regular practice in paying bills is to lay them 
out in the order of their importance. Now let me 
break in here a moment. Some debts such as coal, 
milk and others which are regular necessities, are 
more important to me than general expenses such as 
the radio man, and others who as a rule are willing 
to wait without impairing my general credit standing. 
The department stores of course with whom I wish 
to keep in good standing for a number of reasons 
comes high on the list. First of all comes rent, and 
right behind it, often sneaking in before it, comes the 
payment on the car. Why? Because of the red 
notices, and the positive assurance that they WILL 
have their money or the car, and wishing of course 
to keep the car they get their money, and they get it 
promptly, and they get preferred position. Now I go 
through the bills, carrying 
the balance along on my 
check book stubs, until I 
arrive at the amount need- 
ed as a standing fund for 
incidental expenses, and 
perhaps unexpected small 
expenses. When I arrive 
at that point I very quietly 
and lovingly lay away my 
check book, and file any 
remaining bills payable for 
future reference when the 
treasury is again replen- 
ished. 

The process I have de- 
scribed is, I believe, that of 
the average person, and the 
one which I went through 
month after month for sev- 
eral years, until time and 
experience taught me that 
the actual cash saving and 
the added happiness of 
complete ownership of an 
item, was a great thing, 
and led me to save so much 
each month for a certain 
definite purpose, rather 
than plunk the first ten dol- 
lars down for an article 


Then, dear merchant, the ten spot goes to place 
that new radio in the house 


Turn to page 25, please 














6 THE CREDIT WORLD for April 





The Modern Method of Shopping 


By LEONARD BERRY 
B. Gorman Company, Rochester, N. Y. 


HAT then is the modern method of shop- 
W ping? Today, we are all, or practically all, 
paying for our home on time, our furniture 
by weekly or monthly payments, the automobile, radio, 
vacuum cleaner, sewing machine, etc. Credit is uni- 
versal. It is the underlying base of the business struc- 
ture. The Credit System enables the manufacturer to 
create an established market for his product. It makes 
it possible for the wholesaler to build an efficient dis- 
tribution system. 

Its effects reach out to the consumer who looks to 
the retailer for the supplying of his wants. By /nstall- 
ment credit, something modern in its scope, we are en- 
abled to satisfy present wants by mortgaging salary 
or wages yet unearned, paying graduated payments 
over a period of time. However, I am only asked to 
discuss the phase of credit which takes the form of 

' the 30-day accommodation, 
the open account, and will “A 
endeavor to discuss the 
place of it in modern re- 
tailing, and more particu- 
larly from the angle of 
convenience to the custom- 
er and benefit to the store. 
I hope also to speak of the 
conception of the Credit 
Department as a vital fac- 
tor in making the extension 
of credit an important part 
of independent store serv- 
ice as opposed to the tre- 
mendous competition of the 
cash and carry chains. 
Credit, of course, is not 
new. In fact it is very old. 

We know rudimentary 
forms of retail credit ex- 
isted very many years ago. 
But the tremendous _in- 
crease in the use of the 
charge account is quite 
new. Ten years ago, the 
use of open account was 
very limited, in fact, not at 
all understood by the ma- 
jority of people. It was a 
prerogative of the few rich 
or prominent people. Retail 
Credit, as we now know it 
today, is not very much 


/, 





The worthy citizen who waited hours in the 
rain to pay his taxes 


older. It is the increase in prosperity and the raising 
of our standards which has contributed to this change. 
Credit, properly controlled, and wisely extended, in- 
creases business and is a service the American pub- 
lic, long accustomed to improved methods, demands. 

Our parents had very rigid ideas of the necessity of 
paying cash for everything. How often have I heard 
the plaintive statement, ““Mother never had a charge 
account, she would not think of having anything which 
was not fully paid for, but I think it would be a con- 
venience to me now. May I open one?” 

I am not a moralist, but a Credit Granter, and can 
only carefully explain to such an applicant that Credit 
is a valuable instrument in modern life, and a good 
credit reputation is much to be desired. Here I would 
digress a moment, to say that I firmly believe that an 
account “well opened is half-collected,” and we should 
lose no opportunity to 
spread educational propa- 
ganda about Credit. 

To come back, let me 
draw a simple picture of a 
worthy citizen, who waited 
hours in the rain, snow or 
what you may, to pay his 
taxes. Money clutched in 
one hand, heart filled with 
the propriety of his posi- 
tion, taxes due, cash to pay, 
and “Johnny-on-the-spot” 
to do the paying. Who does 
that now? The banks have 
extended their checking 
system until the person 
who has not a checking ac- 
count is rare, and losing 
out on a great convenience. 
Ninety-five per cent of 
business done is done by 
check. New methods, new 
ideas. We simply draw an 
order on our bank for the 
amount, pay 2c postage and 
drop the envelope in the 
nearest mail box. Simple! 
Of course, a prerequisite to 
the success of this is that 
you have money in the 
bank!! 

So with the buying of 
things which we need for 
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life and comfort. Do we need immediate money? 
Must we wait until we can come down to the store 
and count out our currency in order to possess an 
article? The transaction of charging is so absurdly 
simple. We say, “charge it,” out we go with the 
goods or have them sent, and then we get a bill the 
first of the month following. The machinery 
“whirrs,” and records are made, but the average cus- 
tomer knows nothing of this. What do we give when 
we obtain credit? We give the assurance that we will 
pay the bill when due. Our character, capital and ca- 
pacity stand as our assurance of payment. It, there- 
fore, behooves all of us to so build up our reputation 
and character that we may obtain this privilege. Isn’t 
it, then, an aid in building up moral integrity? 

Think for a moment of the multitude of business 
transactions done without a single cent of money pass- 
ing at the time. Indeed our national prosperity is due 
largely to the manner we make a dollar do the work 
of several, in economic methods. We all know that 
the national wealth is not nearly enough to cover all 
indebtedness. 

Retail or Consumer Credit is therefore a real factor 
in our lives as the final link in this impressive chain 
of economic distribution of goods. 

Mr. Guy Hulse, of our National Association, com- 
ments, “Our national prosperity may be illustrated by 
a triangle, the sides of which are mass production 
and mass consursption, the base Credit, intelligently. 
extended.” May I stress the reliance placed on the 
base of amy structure. 

There is, however, an- 
other retailing force, a 
force so big and real that 
the tallest building in the 
world stands as a monu- 
ment to its success. Who 
knew better than Credit 
Men the existence and suc- 
cess of chain retailing? 

In the main, and for our 
purpose in analyzing the 
situation as particularly af- 
fecting Credit, there are 
two distinct types of mer- 
chandising methods. First, 
the great cash chain stores, 
and second, the specialty 
or department store. 

Every one of you has 
felt the tentacles of the 
cash chain coming in and 
giving the independent se- 
vere competition and pos- 
sibly some apprehension. 
Outstanding, of course, the 
Montgomery-Ward Com- 
pany, Sears & Roebuck, 
Atlantic & Pacific grocery 
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chain, Woolworth, and many others. The situation 
has been well considered by the leading minds of the 
country and much has been said about it. For in- 
stance, Mr. A. Lincoln Filene, of Boston, just a few 
weeks ago spoke of the sharp line of demarcation 
which exists now and which will tend to be more 
pronounced in the future between such opposing re- 
tailing forces. He does not for a moment feel that 
there is any cause for alarm or for the independent 
to run panic-stricken from the field. Much to the 
contrary. He believes there is a large element in 
every community to whom distinction and prestige of 
merchandise plus courtesy and consideration plus ex- 
tension of credit, will always play a large part in their 
selection of a shopping medium. 

The cash chains base their appeal on price only 
relegating all other consideration to the background; 
a large turn-over, tremendous buying power, cheaper 
help and a strictly cash basis for business. On the 
other hand, we must, as “independents” or “special- 
ties,” establish lines of quality, build up a demand 
for articles of high prestige, in our higher price ranges, 
at the same time meeting price competition by group 
buying of smaller articles. Throughout our store, em- 
phasizing “service,” merchandise distinctive and ex- 
clusive, beautiful surroundings, courteous and well- 
trained sales people, delivery, telephone shopping serv- 
ice and “credit.” 

I think here is a very wonderful opportunity for 
the credit department of a specialty or department 
store, to enable his firm to 
meet the competition of the 
chain. Not enough to mere- 
ly pass the charge, but to 
do it, smoothly, with grac- 
iousness, adding that in- 
definite charm which comes 
of courtesy and thought. 
| The medium of credit 
| being the charge account, 
may I take a few moments 
Ni to consider just what a 

| || charge account offers: 
7 | A. To the customer : 


——— <= 




















1. The privilege of pur- 

chasing present needs 

=e and paying later. 

2. Obviating the neces- 

sity of carrying 

| lh (iM around sums of money 

HA Wii} |hb subject to loss or 
i if theft. 

Hille 3. Use of phone or mail 

to simplify shopping 

(well trained mail or- 

der and_ telephone 

shopping service) a 

feature of the service 








Our prosperity is due largely to the manner we 
make a dollar do the work of several store. 
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4. Provides a simple rec- ine 
ord of purchase by 
period of salary ap- 
portionment. 

5. Places the customer 
in a “preferred” posi- 


tion— Teal Suse Giles ...................... 


I, sales and special 
events; 2, style 
changes; 3, litera- 
ture concerning 
house policy, etc. 

6. Encourage friendship 
with sales people lead- 
ing to buying habit, 
reliance on store for 
correct attire and ac- 
cessories. 


Per Cent Net Charge Sales to 
Total Store Sales 


Per Cent Cash Refunds to 
Total Store Returns 


Per Cent to Cash Sales 


Per Cent Charge Credits to 
Total Store Returns ......... 


Per Cent to Charge Sales 


. Affords an easy meth- 
od of buying and com- 


N 





EXHIBIT ‘‘A”’ 


Per Cent Per Cent Per Cent 


Cash Refunds to Total Store Returns, 7.72 per cent. 
Charge Credits to Total Store Returns 86.99 per cent. 


Of all returns 86.99 per cent are Charge Sales. 


wholly emotional not “rea- 
son why copy” the conveni- 
ence angle stressed. Each 
letter bearing the signature 


1925 1926 1927 of our president. 
We are now experiment- 
28.91 27.79 27.47 ing with obtaining names 
from newspapers, of prom- 
— —— neat inent people mentioned in 
various ways—such as, of- 
7 vm —_ ficers of companies, of- 
4.05 4.39 4.19 ficers of fraternal organi- 
zations, people mentioned 
=e 7.28 7.07 in connection with Y. M. 
17.52 17.94 17.92 C. A. Membership Drive, 


Chamber of Commerce 
functions, etc. These names 
are carefully checked 
through the Bureau and 
then a letter written, short, 








paring merchandise at 
home, returning if 
necessary without bother of cash refunds. 

And to the Store What? 

. First and foremost, the charge customer spends 
on a conservative estimate, five times as much as 
the cash customer and although the charge trans- 
action takes 154% more time to handle than a 
cash transaction, yet the store benefits greatly by 
the increased business. 

2. It consolidates the purchasing power of the cus- 
tomer, very often, into one store. She begins to 
look on the store as her logical shopping home 
for merchandise. Store gains prestige, reputa- 
tion, word of mouth advertising, and continuity 
of business. 


. Calls attention to errors of omission and commis- 
sion in the store policy or personnel. 
4. Provides a mailing list of almost 100% prospects 
for special event or other promotional literature. 
A spirit of helpful co-operation should imbue every 
member of the store organization. We must strive to 
serve the customer acceptably. To add the quality of 
courtesy and consideration to every transaction. 
Carrying out the idea of the Credit Department be- 
ing a real factor in modern retailing, a business 
builder, a tremendous force in maintaining and ob- 
taining a good charge account clientele, the machinery 
in rendering the charge account valuable to store and 
customer, we should from time to time initiate cam- 
paigns for new charge accounts, using, in two in- 
stances, the “John Service” to handle the work of 
writing the copy and sending out the letters. The re- 
sults were gratifying. In the most recent campaign, 
we opened accounts for 22% of the entire list and did 
a business of $20,336.04 in four months with those 
accounts, with the invitation still being accepted al- 
though six months have elapsed since we sent out the 
letters. May I say the appeal in these letters was 


w 


simple, again appealing to 
the emotional side of hu- 
man nature, offering the convenience of an account 
and requesting their signature before purchasing to 
complete the records. 

People’s feelings—their emotions—are a big factor 
in doing business, and the wise merchant will play up 
to them. We are told that for every action we per- 
form dictated by our reason, we do twenty through 
our emotions. We are important individuals when 
we pay monthly by check, we are “well off,” “pros- 
perous,” and we like the store we trade at to think 
the same thmg. In promotional work, we should use 
this appeal. If we analyze human nature, we will see 
the big advantage in opening charge accounts. A far 
larger volume of business can be gained and main- 
tained—sales per individual will be larger. The wear- 
ing apparel business particularly is conducive to a 
charge business. A customer will not see price so 
much, as distinction, style, courteous attention, pres- 
tige of certain name on garment, if she can say 
“charge it” and thereby pay later. The value of charge 
accounts therefore is proved beyond doubt. 

Now for another thing which I am sure appeals to 
all of us. How many of our accounts are alive? Do 
we cultivate them as we should, or do we simply open 
them and then do not concern ourselves about them 
again, thus losing all the advantage we have gained ? 
We have discovered through a recent preliminary 
“customer cofttrol” analysis some interesting figures 
that show conclusively the big need for Credit Depart- 
ments in reviving dormant charge accounts and renew 
ing the appeal to our public. We found 27% inactive 
for one year, 58% inactive for six months. Doubt- 
less you could show a similar condition in your own 
concerns. Here is real work for the Credit Execu- 
tive. Those inactive accounts are drawn away from 
you. Why? 

I am indebted to “John Service” for the figures 
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below of 100 accounts at the end of a year inactive, 
they can be classified as follows: 
is dead or unaccounted for. 
3 have moved to parts unkown. 
9 buy elsewhere (influenced by price). 
buy elsewhere (influenced by friends). 
14 buy elsewhere (influenced by unadjusted 
grievances). 
68 store indifference. 
Earlier, I said that a charge account led to “friend- 
ship’; “friendship” leads 
) “habit.” “Habit” of shop- 


reau operation. You are all members of the National 
Association, and undoubtedly all subscribe to Bureau 
Service in your own community. I would say, how- 
ever, that it would be impossible, no, not impossible, 
but disastrous to engage in any promotional work for 
new accounts without the credit information obtainable 
from the Bureau. In fact, we are only enabled to go 
after business on a charge basis by the existence of 
the efficient Bureau today. Credit is given to any 
applicant who can show responsibility and who has a 
record of prompt payment 
in other stores. We must 





ping in the store where the 
customer is cordially re- 
ceived and service whole- 
heartedly given, would be 
the best guarantee of a sat- 
isfied customer who would 
come back to you. What 
a field, then, for us to cul- 
tivate. Inactive accounts! © 
Here, then, is a real value 
of having charge custom- 
ers. Here, in your Ac- 
counts Receivable ledgers 
you have an opportunity 
denied the “chain” of cul- 
tivating “habit.” 

The same survey shows 
Startling percentages in 
other ways. For instance, 
50% do not buy shoes, Merchant 
82% do not buy coats, etc. 


Customer Control is pro- Nurse ..... 

A 3 Paper Cutter —........... 

vided by having charge ac- Policeman 2.00.0... 
Printer 

counts to supply the data. 


Again, the Credit Depart- etieed 


ment can function as a real Salesman .... ; 
Sash and Dear Worker 


asset to the store by letter 
writing to inactive or part- 
ly inactive accounts, show- 


Analysis of Two Hundred Representative Accounts a ° 
by Occupation We can, as_ business 








Engineer .......... 





Manufacturer 


Meter Reader ........... 








Psychologist ..... us xa 
Real Estate .... 








be able to get that recor | 


EXHIBIT “B”’ easily, and fully, not only 


one store, but all. 


builders, encourage  ac- 
counts, knowing that the 
ever-watchful and vigilant 
Bureau will report any un- 
usual circumstances. Our 


minimum of loss, speaking 
for all, is a monument to 
the protection thrown 
around us by the Bureau 
Let me quote one example 
out of many. Just a few 
weeks ago, “Mrs. F.” was 
buying quite heavily in 
Rochester. Owing a large 
sum in a department store, 
she opened an account with 
us, references were cleared, 


_ 
We mR Ne i te to 
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and warranted extension 
of credit. Purchases in- 
cluded a $240.00 fur coat, 
two $25.00 dresses and 
other items. Our Bureau 
Manager obtained informa- 
tion about the department 
store bill and began to get 


ing that the department is _ aa. 2 busy. Purchases _ being 
: cs T Opera 
watchful and solicitous for — made were of a nature to 
the customer to shop with Loss ~ Sa excite suspicion. He tele- 
z Welfare Worker ............. ~ 
us, not only in one depart- Widow .......... 10 phoned me. We stopped de- 


ment but in all. 
So much for the new 





livery of the coat and 








function of the Credit De- 
partment. Let me for a moment speak of the safe- 
guard thrown up to protect the store from heavy loss 
by the liberal extension of the charge method of shop- 
ping and the solicitation of new accounts with safety. 
Were I a Bureau Manager, I could not be more 
nthusiastic about the efficiency of our interlocking 
exchange of credit information. This “Colossus” of 
credit would fall unless its feet were firmly planted in 
the rock of Bureau information—giving service. 
There is no need for me, addressing professional 
credit-grantors, to spend much time on describing Bu- 





dresses, just in time—they 
were ready for shipment. 
Things are straightened out now in this case, 
a divorce is pending, but fortunately the husband, un- 
der pressure, has paid the bill. But the Bureau, in 
warning us, saved us from a very real probable loss 
of $400.00. 

Thus it is—I could cite many instances did time 
permit, but you all know as well as I do, the extreme 
value of the Bureau. 

But—Let me plead, if it be necessary, for co-opera- 
tion with the Bureau. If we all give our information, 
we can get it out. It is a reservoir. Draw and do 















not put in, the contents become stagnant and finally 
fail. Pour in and draw out, and you are maintaining 
the supply, fresh, up to the minute and vital. The 
Bureau stands as the machinery which makes the 
business of today possible. 

We have seen the value of charge accounts, we 
have discussed the new phase of the Credit Depart- 
ment in promotion work, we have shown, to some de- 
gree, the importance of Credit Safeguard in the power 
of Bureau information. Let me for a moment speak 
of the Credit Executive. The new business builder, 
the expanding factor in retailing. The director and 
co-ordinator in this new phase of shopping. What 
manner of person is he? Recently in a Crepit WoRLD 
were given the qualifications of a Credit Executive. 
These we all know. Many and complex are the cases 
which come before him every day. They call for the 
exercise of every quality he can possess. Tact, adroit- 
ness in conducting an interview, keenness of mind, in- 
sight into conditions in his locality. To be able to 
see the final consummation of the sale, the money paid 
in, and to satisfy himself that it will be paid in the 
time limit set. All these, but above all, the new con 
ception calls for the exercise of personality. To give 
of himself, to convey, crystallize and emphasize the 
ideal of service. In every contact, he can wield an 
incalculable influence for the store. He can make the 
customer feel that her interests are of paramount im- 
portance to the store, that she is sure of welcome, con 
sideration and_ courtesy. 

Credit—the great con- 





His surroundings should reflect the dignity of his po- 
sition. His attitude open-minded and his decision 
just. When an account is opened, it is most impor- 
tant that the customer be impressed with the value 
of the service she is receiving. The interviewer repre- 
sents probably the nearest approach to an executive of 
the company the customer will ever meet. Let him 
so conduct the interview that the customer will feel 
glad she has made the arrangement and yet to obtain 
all important information to guide him, now and later. 

All this and more must the Credit Executive be and 
do, and be able to transmit the spirit of service to 
those who assist him in the interviewing of customers. 
Look well to your accounts receivable, reduce errors 
to a minimum, make your bills clear and easy to un- 
derstand. See that the mechanics of your department 
function without jar, permit is given graciously, as a 
friendly action, and the transaction made courteously. 

There is the ideal. Let us all aim at it, so that the 
credit granting function takes its rightful place in the 


store organization as the keystone of store success. 





NASHVILLE IS READY, ARE YOU? 


Send in your reservation now, for the best con- 


vention you have ever attended. 











venience, the privilege of 
the “known” customers, 
the asset of the store, bul- 
warked by the ever-watch 
ful Bureau, administered 
by a wise Credit Manager, 
bringing increasing value, 
gaining new customers and 
holding old ones, creating 
intimacy between store and 
customer, leading to buying 


habit. . & A. 


Thus is the base on 
which the specialty shop 
handling quality merchan- 


025 
dise can rear an edifice of 
success. Per cent of Collections to Outstanding—1928 

The Credit Man of today aa, ee men annem 
must be cast in a different April ~oneaae a ore 
mould than his suspicious —* ta ene 


minded predecessor of the 
immediate past. He plays 
the part of promoter, not 
obstructionist. He is the 
first contact made by the 
customer, in all probability, 
and the contact should be 





real, personal, and pleasing. 


OO 0 O@ 


Fraudulent or Illegal Purchases 
12 Months ending January 31, 1928 ...................«... ssseseeeeO2 per cent 


Bad Debt Losses 
12 Months ending January 31, 1928 ..... illest -27 per cent 


Salary cost of item posted 


July 31, 1927 
-017 


Salary cost of item posted and Credit Dept. Cost 
July 31, 1927 
-033 
L. S. A. 


Statements Mailed to Customers 





EXHIBIT ‘‘C”’ 


‘ 


Jan. 31, 1928 July 31, 1928 
.015 .017 


-012 


Jan. 31, 1928 July 31, 1928 
.032 .034 


1924 . 107,705 
1925 soos 113,091 
1926 - 130,775 
1927 . ‘ -- 150.046 
1928 153,755 
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EVERYONE who is ANYONE in the Retail Credit Business 
of the country will be in Nashville, Tennessee during the 
week of June 17. 


WHY? 


Because of the Convention of the National Retail Credit 
Association. 


HOW ABOUT YOU? 


Make reservations now and bring the family, they will 
enjoy every moment. Arrange to arrive early Monday June 17. 


NATIONAL RETAIL CREDIT ASSOCIATION 


EXECUTIVE OFFICES 


ST. LOUIS, MISSOURI 
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Credit Department Forms 


By JOHN C. HOLLGREN, Credit Manager 
Cook Paint and Varnish Co., Kansas City, Mo. 


endeavored to obtain information as to the vari- 
ous and commonly used forms of the Credit 
Departments used in the extension of credit accom- 
modations. I am unable to make a speech, so if you 
will kindly indulge in the following data which I have 
been able to accumulate, some of us should possibly 
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be helped by the different special forms and phrases 
which various firms use in conjunction with the work- 
ings of their Credit Departments. This information 
is not given as legally authoritative, but has been 
gathered from different sources which are reliable. I 
am not a lawyer, but these sug- 


for instance, one reference may be an open account, 
another would be a furniture or automobile account 
which would be sold on a secured basis—namely, on a 
chattel mortgage, and the building material firms 
would most generally sell the individual on the job— 
thereby looking to their lien rights in case the bill is 
not paid within the specified limit placed by law in the 
filing and notices of mechanic’s lien. There is usually 
quite a difference in the way certain individuals will 
pay secured accounts, that is they will usually make 
their automobile installments very prompt and disre- 
gard open account terms of another store. The same 

way for building and paint con- 





gestions offered might be 


tractors—while a builder or con- 


thought of, in case you desire to 
change the wording on some of 
the forms which you now have 
in use. The forms which we will 
take up for discussion are name- 
ly: Application for Credit, Let- 
ters of Guarantee, Property 
Statement, Financial Statement, 
Receipts and Note Forms. 

APPLICATION FOR CREDIT 

A great number of the down- 
town retail stores have a similar 
Credit Application which have 
various names, such as Applica- 
tion for Credit, Application for 
Charge Account, Acquaintance 
Blank, etc. The valuable data 
to be obtained on these reports 
would be the full name of the 
person making application for 
credit, including the middle in- 
itial; their residence, business 
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TO THE MEMBERS OF THE NA- 
TIONAL RETAIL CREDIT 
ASSOCIATION 


We find that the National Officers 
have a very full program for the con- 
vention that meets in Nashville next 
June. All the proceedings are going 
to be very instrucive, and the National 
Officials have decided that it will be 
impossible to break in on the conven- 
tion, so that Nashville can give the 
delegates an outing. 

We want to do all we can to enter- 
tain the visiting delegates, so have de- 
cided to have the outing on Monday 
afternoon before the convention opens 
on Tuesday. Therefore we are re- 
questing that all delegates arrange to 
arrive in Nashville on Sunday or Mon- 
day morning. 

We also request that all, who can 
arrive in Nashville in time for the out- 
ing, advise us thirty days before the 
convention or as soon thereafter as 
convenient. 

Yours truly, 
JOHN R. HARRIS, 
General Chairman. 
R. H. POINDEXTER, 
Asst. Gen. Chairman. 








tractor may have a line of credit 
of $5,000 to $10,0000 with a 
building material firm, he might 
not be entitled to buy but very 
little on an open account basis. 
In an individual listing property 
on their Credit Application as to 
whether or not they own the 
same, you should find out in 
whose name the fee holder (who 
is actual owner on record) is re- 
corded at the County Court 
House and the amount of the in- 
cumbrance against the same. In 
looking over a Property Report, 
which may be obtained from the 
Credit Bureau on a piece of 
property, one may find a first 
mortgage on the property which 
would be a straight five year 
loan, and that class of mortgage 
is based on 45% to 50% valua- 


employment, age, number of years in this city and 
term of residence in other cities if any for ten years 
back, together with the length of employment, their 
previous employment for possibly several years. The 
limit desired on account would naturally be based on 
the person’s income, either from a salary, commission 
or investment—then would come the bank reference, 
whether the man has a saving account at the bank, a 
checking account or both, and in whose name it is 
carried. Then, of course, we would want the trade 
references and special precaution should be made in 
looking over the credit report after the trade refer 
ences have been cleared as to the manner in which 
the various references had been selling this party 


tion of the property. A building and loan is usually 
based on a 66 2-3% valuation. Of course, in rare 
cases, an individual may own property valued at $25,- 
000 and only have a $3,000 mortgage against the prop- 
erty, so in judging the equity in real estate, it would 
be necessary to have a fair idea of what the real 
estate valuation actually is. Next, as to obtaining in- 
formation that would assist you in tracing debtors 
who might possibly abscond, various firms use rela- 
tives of both the husband and wife. A debtor usu- 
ally keeps in close contact with the insurance com- 
pany with which he carries life insurance—that is a 
very good lead, and also the Lodge or Club to which 


he may belong. An individual joining a lodge, club or 
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fraternity usually is a member of that same organiza- 
tion for a long period of time, but in obtaining this 
information you should have the particular chapter or 
lodge number and the state where the lodge is located, 
if you want to use that “dope” for tracing abscond- 
ing debtors. Most firms have a clause in their. appli- 
cation as to who may be authorized to buy and charge 
to the account of the debtor, and one firm particularly 
has the notation of attorney fees and interest on the 
accounts. I understand from reliable authority that 
attorney fees can be collected legally. And last but 
not least the Credit Application should be signed for 
future reference in case of fraud purchases, etc. In 


requested to sign withdrawal and send the same to 
the firm granting the credit by registered mail. The 
case of a verbal guarantee comes up at various tim:s, 
as to its legality and benefit. The old saying thal a 
person’s word is as good as his bond is only a meal 
standard and I understand is not legal in any sense 
of the word. I also understand that this is true with 
reference to a verbal guarantee before an account is 
opened or after the account is accrued. For reference 
in this matter kindly refer to the Missouri Statutes 
of 1919 and under the Statute of “Frauds,” Section 
No. 2169, which reads to the effect that to charge any 
person upon any special promise to answer for debt, 





case of a man opening an ac- 
count and the property standing 
in the wife’s name, and you are 
relying upon the real estate as 
partial basis of credit, the wife 
should also sign the application 
blank or some other form of 
guarantee on the account, and in 
case the property is in the name 
of husband and wife, which is 
legally termed an estate by the 
entirety, both husband and wife 
should sign the application, or 
sign a letter of guarantee of the 
other’s account. 
LETTERS OF GUARANTEE 

This is one of the important 
subjects and is one of the most 
valuable if used properly and 
legally. A letter of guarantee 
before an account had accrued 
would be a different one, that a 
letter of guarantee of an account 
which had become past due. All 
letters of guarantee should have 
a consideration and should be 
signed and the signature should 
be witnessed and also be accept- 
ed by the firm extending credit. 
In an ordinary case of a man 
signing a letter of guarantee and 
giving it to a firm, it is consid- 
ered accepted unless there is a 


specific arrangement made that it will be necessary to 
investigate his credit references. 
antee is sent through the mail it should be acknowl- 
edged by mail to the guarantor that you are extend- 
ing credit under these conditions, which will constitute 
the acceptance. All letters of guarantee should have 
provisions which would bind the firm extending credit 
and also the guarantor. Most of them have the 
phrases of, waiving notice of acceptance of sales, of 
extensions of time if granted in the due course of 








TO THE WIVES AND FAMILIES 
OF DELEGATES: 


Mrs. Poindexter Urges a Full At- 
tendance of Ladies 


We are looking forward to a large 
contingent of ladies when our men 
folk gather in Nashville to discuss Re- 
tail Credit Problems and are planning 
all sorts of features for your comfort 
and entertainment. In addition to 
plenty of tea and bridge and _ social 
opportunities to become better ac- 
quainted with each other, we are hop- 
ing to initiate you into the charming 
background of history which is the 
heritage of Nashville. There will be 
excursions to the Hermitage, where 
you may see how life was lived when 
Rachel Jackson presided over the 
home of Old Hickory, and of course 
a carefully planned pilgrimage through 
the historic Capitol, a trip to the Par- 
thenon, and a chance to see the vari- 
ous educational and social institutions 
here. Many women will welcome the 
trip alone just to see beautiful Scarritt 
College, financed entirely by Southern 
Women of the Methodist Church, and 
one of the beauty spots of Nashville 
with its tower and arches, a poem in 
stone. 

The weather will not be too warm 
for pleasure and we will see that those 
of you who wish rest and quiet may 
have plenty of time to spend as you 
please. We just want you to come 
and have the kind of visit that you will 
like best. Won’t you make an effort 
to be here for the friendships and the 
good times we hope to have together? 

Yours very sincerely, 
MRS. R. H. POINDEXTER. 


i 





If a letter of guar- 





default or miscarriage of another 
person must be in writing. It is 
up to the firm accepting the 
guarantee to prove in court that 
the signature on the letter of 
guarantee is the actual signature 
of the person of whom you take 
it to be. If the clause of exten- 
sions of time, and is granted in 
the due course of business and 
of default of payment is not 
mentioned in the letter of guar- 
antee, and the credit granting 
firm decided to take a note from 
the debtor, I do not believe that 
the guarantor of the account 
could be held liable for the note. 
If you change the time limit or 
terms of a sale without the con- 
sent of guarantor, the letter of 
guarantee is void. The safest 
way in taking a note on an ac- 
count that has a guarantee is to 
make the guarantor a co-signer 
with the customer. 
PROPERTY OR FINANCIAL 
STATEMENTS 

Just a very few firms use the 
financial or property statement 
and of those inquired, use the 
standard form adopted and rec- 
ommended by the National Asso- 
ciation of Credit Men “whole- 


sale,” and those firms do a wholesale business to- 
gether with a retail business, and work the financial 
statement into their retail credits. In case of a man 
buying merchandise in large quantities, of course, this 
financial statement shows the party’s assets and lia- 
bilities, together with the various real estate proper- 
ties which he may own and you should find out in 
whose name the property stands, the valuation and in- 
cumbrances, so that you can obtain the information 
as to what their equity may be. A number of people 





business, and of default of payment; and a clause for 
the guarantor at some future time being able to re- 
voke his original guarantee. The guarantor should be 





in the real estate and building trade carry the prop- 
erty in the name of a straw party or corporation. 
This should be watched very closely and have that 
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information if you want to hold these various real es- 
tate properties, in case it is necessary for legal action 
on the account. If property is in some other name 
than that of the signer of the statement, you should 
have a letter from parties in whose name it actually 
stands, stating the facts as they are. A financial or 
property statement should be returned to you through 
the mail and you should also retail the envelope with a 
certification that the financial statement was received 
in the mail, noting the date, etc. If credit is based on 
the financial statement you receive through the mail, 
and afterwards you find various discrepancies or facts 
that are not true, etc., you can then appeal to the 
United States Department of Justice and the signer 
of the financial statement is liable to have a residence 
at United States penitentiary. 
RECEIPTS 


firms take the note with the above notation and add 
to it a clause with reference to attorney fees in case 
the account is placed with an attorney for collection. 
Some of them ask for reasonable attorney fees and 
others will mention $25.00 attorney fees plus 10% of 
the balance due on the note. It might be well to men- 
tion as to installment notes. Most installment notes 
bear the notation that if one of the installments be- 
come past due, the holder of the note has the option 
to declare the entire amount of the note payable at 
once. In taking a note or in extension of credit, you 
should always have in mind the statute of limitations. 
In reference to the age of an account—for instance, 
in the state of Missouri, an open account is five years 
and a note or contract is ten years, interest can be 
charged on open accounts from the date of maturity 

until they are paid—the legal 





Most firms have a regular 
standard form of receipt for 
open account claims, which 
forms are varied, but with the 
same results. A separate receipt 
should be given, or a notation be 
made on the receipt, of whether 
you recetved cash or check in 
this instance. A person may hold 
a cash receipt for an amount and 
if you took their check they 
might contend that they made 
two payments. One firm also 
lists clearing house number of 
the bank on their receipts, so 
they can identify the receipt and 
the check in case of a dispute. 

In case of building material 
firms doing business it is very 
essential that they note on their 
receipt that a check has been 
tendered in payment and, that 
the payment of the check by the 
drawee, “which is the bank,” 
shall constitute the payment or 
settlement, whichever it may be. 








Let us understand the Reduced Fare 
to the National Convention. 

The railroads have granted us a 
special fare for all members and their 
families, who attend the Convention of 
the National Retail Credit Association 
at Nashville, Tennessee, June 18-19- 
20-21. 


But, in order to obtain this reduced 
fare, which means one-half price on 
return trip, you must ask for Cer- 
tificate when you purchase your one- 
way ticket. This Certificate must be 
deposited with the clerk at the regis- 
tration desk, and when we have se- 

required number, of two 
hundred and fifty Certificates, all 
tickets will be validated and you will 
be entitled to purchase return fare 
for one-half of the original fare. 

Much’ embarrassment has_ been 
caused at previous Conventions by 
those who did not ask for this Cer- 
tificate at time of purchase of original 
ticket. Now let us get this right. Ask 
for a Certificate when you buy your 
ticket and remember this means for 
yourself and family, and turn in this 
a to the clerk at registration 


NATIONAL RETAIL 
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rate is 6 per cent. The contract 
rate of interest which can be 
charged under a contract or note 
is 8%. In Kansas an open ac- 
count limitation is three years 
and a contract and note limita- 
tion is five years. The interest 
in Kansas is 8% on regular open 
accounts and under contract or 
note 10% per annum, and any 
higher rate of interest is usury, 
non-interest bearing notes are 
legal. I understand that the at- 
torney fees cannot be collected 
in the state of Kansas, even ii 
the note is signed in the state of 
Missouri—that is, if you intend 
filing suit in the state of Kan- 
sas. Of course, if you intend 
filing suit in Missouri under spe- 


‘cial circumstances it could, pos- 


sibly, be collected, Further you 
should keep in mind the Justice 
of the Peace limitation, which is 
$500.00 or under in Kansas City, 
Missouri, and everything over 





For the reason, that if you give a customer a receipt 
in full for a job not mentioning that a check has been 
received and the check is returned to you for some 
reason that the bank would not honor the same, and in 
the meantime the customer has turned the receipt over 
to the loan company and obtained money on the basis 
of the receipt, the building material firm will not have 
any lien rights on their customer’s job. This has been 
proved and tried in the Missouri State Supreme Court, 
so that this matter should be watched very carefully. 
Note Forms 

A good many firms use the straight negotiable or 
bankable note in making a settlement with a customer 
—others the notation that value received demand pro- 
test and notice of non-payment of this note are waived 
by both the makers and endorsers thereof. Other 


that amount would be a Circuit Court suit, so in case 
of an $800.00 account, it would be much better to ob- 
tain two $400.00 notes than one $800.00 note, or a 
series of notes can be made to mature at specific 
dates. Oftentimes in building material lines a cus- 
tomer will come in at the time you are ready to pro- 
ceed legally with a lien and want to settle with a note. 
If the maturity date of the note is past the limita- 
tion date of your filing the lien, your lien rights have 
been invalidated. If the maturity of the note is be- 
fore the lien time you can still protect yourself by the 
lien right basis. The value of a note is no greater 
than an open account, unless the account is disputed 
or the statute of limitations in reference to the age 
of the account is about to lapse. 


Turn to page 26, please 
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Why Retailers Should be Interested in 
the Bankruptcy Act 


By R. PRESTON SHEALEY, Washington Representative 
with comment by J. R. HEWITT, President, National Retail Credit Association 


HE overshadowing fea- 

ture in bankruptcy in the 

House of Representatives 
at the short session of the 7oth 
Congress, just ended, was the 
investigation of bankruptcy con- 
ditions in‘ New York City. On 
March 2, 1929, Representative 
LaGuardia, of New York City, 
formally impeached United 
States Federal Judge Francis A. 
Winslow, of the Southern Dis- 


. trict of New York, on the floor 


of the House of Representatives 
(See ‘Congressional Record, Vol. 
70, No. 69, page 5129), and on 
the same day offered a resolu- 
tion, H. R. 347, calling for Judge 
Winslow’s impeachment. A com- 
mittee of members of the House 
has been appointed and will 
meet early in April to consider 
the matter. 

House Joint Resolution No. 
431, calling for an investigation 
of Grover M. Muscowitz, United 
States District Judge for the 
Eastern District of New York, 
by a sub-committee of the House 
Judiciary Committee, was adopt- 
ed on February 27, 1929, and the 
sub-committee consisting of 
Representatives Earl C. Mich- 
ener, J. Banks Kurtz, C. Ellis 
Moore, Royal H. Weller and 
Henry St. George Tucker is 
now functioning. 

Among recent bills introduced 
on the House side was one in- 
troduced by Representative 
Celler, of New York, H. R. 
16347, on January 17, 1929, and 
providing that where the word 
“receiver” is used in the bank- 
ruptcy act “the same shall mean 
not an individual or person, but 
a national bank chartered to do 
business within the geographical 
confines of the United States 
district court where the petition 
in bankruptcy is filed.” This *s 








Great interest has been manifested 
in the Bankruptcy Act and its opera 
tion, particularly since the disclosures 
concerning the bankruptcy conditions 
in New York City, but the retail credit 
manager, while always active and in- 
terested in the operation of this federal 
law, does not appear to be giving the 
subject the attention that he should. I 
wonder if it is realized that as bank- 
ruptcy exists today the retailer and the 
retail credit manager should give more 
thought and attention to it than per- 
haps any other line of business or pro- 
fession, and I say this advisedly. Sta- 
tistics give ample warrant for this 
statement. The annual report of the 
Attorney General of the United States, 
filed with Congress in December, 1928, 
and published as House Document No. 
356, Second Session, Seventieth Con- 
gress, and a copy of which can be pur- 
chased from the Government Printing 
Office at Washington, D. C., shows 
that as of June 30, 1928, the end of 
the fiscal year, 47,193 voluntary cases 
and 6,399 involuntary cases, or an ag- 
gregate of 53,592 bankruptcy cases, 
had been disposed of during that year 
in the federal- courts. Of this number 
5,681 were classified as farmers; 21,632 
as wage earners; 13,871 as merchants; 
13,750 as manufacturers; 1,352 as pro- 
fessional and 9,681 of all other classes. 
In short, far more than one-half of all 
these cases were composed of individ- 
uals. Figures compiled within the last 
30 days should indicate that the re 
verse is the case in Philadelphia, but 
an examination into bankruptcy condi- 
tions in Louisville, Ky., made since the 


. first of the year, shows that approxi- 


mately 75 per cent or even more of 
the bankruptcy cases filed in that dis- 
trict in 1928 were those of individ- 
uals. I am satisfied that the large ma- 
jority of failures or insolvencies of re- 
tail merchants are settled and conclud- 
ed without resort to the bankruptcy 
courts and that individuals, taking the 
country as a whole, are those 
resorting to the act. The problem is, 
therefore, one of special interest to the 
retail credit manager. Our Association 
has from time to time manifested inter- 
est in various phases of the Act, and 
with the incoming Congress it is our 
Purpose to press for some salutary 
changes. I have asked our Washing- 
ton Counsel, R. P. Shealey, who has a 
working knowledge of the Act and its 
a — is familiar with the at- 
titude o mgress toward bankruptcy 
matters through his close contact with 
legislation at Washington, to enumer- 
ate and explain some of the bank- 
ruptcy bills pending at the close of the 
Seventieth Congress. While all these 
bills died as a matter of law, control of 
the Seventy-first Congress is in the 
same hands and many of these meas- 
ures will no doubt be reintroduced. 








evidently intended to eliminate 
the appointment of individuals 
as receivers and confine receiv- 
ers to trust departments of na- 
tional banks. 


Representative Tatgenhorst, 
of Cincinnati, in the closing 
days of the long session of the 
7oth Congress introduced H. R. 
13373, which excludes building 
and loan associations from those 
who may be adjudged involun- 
tary bankrupts. Mr. Tatgen- 
horst will not be a member of 
the 71st Congress, but in view of 
the fact that many building and 
loan associations have urged the 
adoption of this legislation, the 
bill will probably be introduced 
at the next Congress by some 
other Representative. 


Two bills which are of partic- 
ular interest to the retailers are 
H. R. 7015, introduced by Rep- 
resentative Sears of Nebraska, 
and H. R. 9838, introduced by 
Representative Andresen of 
Minnesota. The former pro- 
vides that a discharge in bank- 
ruptcy shall not release a bank- 
rupt from debts incurred “for 
necessaries of life furnished 
him or his family for which he 
is indebted,” and the latter pro- 
vides that a person must owe 
debts to the extent of at least 
$500 before being permitted to 
take advantage of the bank- 
ruptcy law. Many credit men 
are strongly of the opinion that 
the Sears bill should be passed 
and they also feel that the mini- 
mum of indebtedness fixed in the 
Andresen bill should be raised 
from $500 to at least $1,000. 
Both of the Representatives 
have been se-elected to the 71st 
Congress and in all probability 
these bills will be reintroduced. 

For a number of years the 
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Why Ketailers Should 
Be Interested in the 
Bankruptcy Act. 


annual appropriation bills of the House of Repre- 
sentatives carried provisions making it mandatory 
upon the Department of Justice when it audited the 
accounts of marshals and clerks of the United States 
Federal Courts to also audit the records of receivers 
in bankruptcy, but this provision was dropped from 
the annual appropriations acts some four or five years 
ago. Since then it is understood that the Depart- 
ment of Justice accountants have, as a part of the 
auditing of marshals and clerks offices and upon re 
ceiving a request therefor from the United States 
District Judge, audited accounts of receivers as well, 
but there appears to be some sentiment in favor of 
having the former mandatory provision restored to 
the annual appropriation bills or else insert it as an 
amendment to the bankruptcy act. 

Senator Brookhart introduced a bill, S. 2795, which 
provides an amendment of the Act to enable “the 
bankrupt, or any creditor, or any person interested in 
the estate of a bankrupt,” after the adjudication of 
bankruptcy to file a certified copy of the decree of 
adjudication in the offices where the conveyances of 
real estate are recorded in every county where the 
bankrupt owns real estate. Under the present law 
the trustee is required to file such a decree within 30 
days after the adjudication; however, this bill reduces 
the period to 20 days after his appointment, and pro- 
vides also that the “filing, in any such county, of a 
certified copy of a decree of adjudication of bank- 
ruptcy shall have the same force and effect, and shall 
operate as notice to the same extent, as the filing of 
a conveyance of real estate in such county.” 

Senator Sheppard introduced a bill in the early days 
of the 70th Congress, S. 3079, which clarifies the lan- 
guage of Section 23-b of the Act, relating to the 
courts where suits by the trustee may be instituted. 

Senator Sheppard also introduced two other bills 
relating to the Bankruptcy Act, S. 3080 and S. 4453, 
which seeks to amend Section 60-b, by the addition of 
the words “or permitted” following the word “re- 
quired” in the first sentence of that portion of the Act. 
In this connection it may be of interest to call atten- 
tion to the comment contained in Collier’s on Bank- 
ruptcy, 1928 Cumulative Supplement, with reference 
to a similar amendment of Section 60-a by the Act of 
May 27, 1926: 


“Section 60-a has now been changed by adding the 
words ‘or permitted’ at the end thereof, so that now 
the four months period does not begin to run until 
the date of recording if there is a law permitting the 
recording may not be required. In other words, if 
there is no recording statute, a preferential transfer in 
order to be protected, must have been recorded for 





four months before the petition in bankruptcy was 
filed.” 

Senator Shipstead introduced S. 3200, which pro- 
poses the same amendment as that contained in Repre- 
sentative Andresen’s bill, referred to above. 

No hearings were held on any of the foregoing 
bankruptcy bills introduced in the Congress just end- 
ed, and no reports on the same were made by either 
House. 





OUR 4-POINT 
COLLECTION SYSTEM 


In the last issue of the Credit World we 
offered for sale, fifty-five of our original Four 
Point Collection Systems at $2.00 each, simply 
enough to cover cost of wrapping, mailing, etc. 
The entire lot was sold the day after our maga- 
zine was placed in the mail, and we are un- 
able to fill several hundred orders because our 
supply of the old systems was exhausted. 


But what about our NEW Four Point Sys- 
tems, put up in a filing cabinet so as to make 
sure of prompt follow-up? This is surely much 
more convenient and efficient than the old sys- 
tem, and we took them off our service list be- 
cause of our desire not to compete with regu- 
larly established collection departments in our 
Local Associations. 


But we have about 250 systems on hand, 
made to sell at $20.00 per system. In order to 
close them out and go out of the collection 
business entirely, we will fill orders for these 
new systems at $5.00 each. 


The letters in these systems bear our new 
name and have been revised up to date. Thou- 
sands of testimonials from members testify to 
their collection force, but our Convention at 
Kansas City voted (and justly so) that we give 
our whole-hearted support to our local collec- 
ton units, and we desire to immediately close 
out the stock on hand. 


Members in cities where no local collection 
department is established will find them a real 


collection feature. 
Order, subject to stock on hand, from the 


NATIONAL RETAIL CREDIT 
ASSOCIATION 
St. Louis, Missouri 




















UNE is the pettiest month of the year in Tennes- 
see, ideal weather conditions always prevail, nature 
will join in adding to the charm of the Old South, 

that mingles with the new in Nashville and everything 
will join to make the 1929 convention of the National 
Retail Credit Association one of the most enjoyable 
ever staged by the organization. In addition, John R. 
Harris, president of the Nashville Retail Credit Men’s 
\ssociation ; R. H. Poindexter, associate general chair- 
man; H. L. Reagan, chairman of the entertainment 
committee; W. T. Follis, chairman of the reception 
committee; E. B. Thweatt, chairman of the program 
committee; E. C. Harlan, secretary of the Nashville 
organization, and others are planning to leave nothing 
undone to see that everyone enjoys every idle moment 
of the convention. 











Smoky Mountain Park, near Knoxville, Tenn. 


In addition the local committee announces that the 
Louisville & Nashville, Nashville, Chattanooga & St. 
Louis and Tennessee Central railroads are planning to 
arrange for a number of side trips for those who wish 
to spend a few days sight seeing in Tennessee follow- 
ing the sessions of the convention. No section has 





more allurements than Tennessee and those who wish 
to spend some extra time will find places of interest 
of all character, to attract them for a short time. These 
arrangements are being made in response to requests 
that have been received by the Nashville committee 
from some who find this the only opportunity they 
will have for a vacation. 

Located in the great Middle Tennessee Basin, in 
the center of the state, Nashville is ideally situated 
to allow these side trips with little time lost and a wide 
range of variety. . Nearby will be found historic and 
beautiful Chattanooga, the great Smoky Mountain 
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Nashville Will be Dressed in Prettiest 


Costume During June 


Many Side Trips Planned 


National Park area, Reelfoot Lake, Mammoth Cave, 
Muscle Shoals, the mountains and other regions that 
will prove interesting to those who wish to remain 
over for a few days and railroad officials will do all 
possible to aid those wishing to make side trips. 

Tennessee boasts one of the best systems of public 
highways of any state in the South and those making 
the trip by auto will be enabled to reach any desired 
destination in the state without experiencing any 
trouble. Highways lead out of Nashville to all sec 
tions and they are hard surfaced and but little work is 
being done on any of the main thoroughfares, good 
road being provided where any work is being done. 

Scenic Route Soutu 

The route from Nashville to Chattanooga is all over 
a historic route and either by rail or by road, leads 
through a section rich in history. Thirty miles south 
of Nashville both the railroad and Dixie Highway 
cross the famous battle field of Stones River, at Mur- 
freesboro. Here was fought one of the bloodiest 
battles of the Civil War. The National Cemetery is 
four miles north of Murfreesboro and on the outskirts 
of the city the old fort is plainly visible just where 
the route crosses the river. From there on to Chat- 
tanooga is all historic and scenic routes. Through the 
Cumberland Mountains both go, the highway going 
over the mountain at Sewanee and Mont Eagle, while 
the railway goes through the mountain. The route 
of the Nashville, Chattanooga & St. Louis crosses the 
Tennessee River at Bridgeport, Alabama, and forms 








Pe 


View in Chickamauga Park, near Chattanooga 
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Nashville Will be Dressed in Prettiest 


Costume During June 


one of the most impressive scenes to be found in 
America, with the river on one side and Lookout 
Mountain rising on the other. Lookout can be seen 
from the railroad, as can also Signal Mountain. 

At Chattanooga one finds one of the most interest- 
ing and historic cities in the country. Here is Lookout 
Mountain, famous for history and scenery; Signal 
Mountain; Chickamauga Park, where the battle of 
Chickamauga was fought; Orchard’s Knob, Missionary 
Ridge and other sections will form a most pleasing and 
beautiful trip. Splendid hotels are to be found on both 
Lookout and Signal Mountains 

Continuing from Chattanooga one can go over beau 
tiful scenic routes to Knoxville, another interesting 
‘Tennessee city. Here is located the University of Ten 
nessee, and the beginning of the Smoky Mountain 
section. The Great Smoky Mountain National Park 
is open the year ’round and Knoxville is doing every- 
thing possible to aid in making this natural beauty 
spot one of the foremost of the country. . Splendid 
hotel accommodations and rustic cabins are to be 


found where one can spend time in rest and pleasure, 


fishing and other sports. 





Old Colonial Home in Nashville 


East Tennessee is rapidly becoming an industrial 
empire. At Johnson City. and Elizabethton are located 
the plants of the American Benberg Company and the 
American Glanstoff Corporation, magnificent industrial 
developments. At Kingsport is the center of another 
group of industries including the Eastman Kodak Co., 
the Kingsport Press, one of the largest printing plants 
in the United States, and where the entire process 
from making paper from wood pulp to the finished 
book is carried out in one gigantic undertaking. Other 
plants are to be found here. In addition this section 
is close to the famous resort of Asheville, North 
Carolina 


Muscle SHOALS 


A short distance south of Nashville, in Alabama, 
just across the state line, is to be found the famous 
and much discussed Muscle Shoals electric develop- 
ment and nitrate plant. This was erected by the gov- 
ernment at a cost of many millions of dollars and is a 
never ceasing point of interest to the people of the 
United States. Arrangements will be made for those 
caring to visit this section and see the famous Wilson 
Dam and the development there that has caused the 
government so much trouble and congress many hours 
of debate and discussion. 


MamMmMotuH CAVE AND REELFoOT LAKE 


Between Nashville and Louisville, Kentucky, is to 
be found one of Nature’s greatest wonders, Mammoth 
Cave. This famous subterranean cavern, with its bril- 
liant chambers, underground streams and other fea- 
tures, is a never ceasing wonder to all who visit this 
spot and should be seen while on the trip to Nashville. 


Reelfoot Lake, famous for its hunting and fishing, 
is another spot that should be seen if possible. It is 
located in West Tennessee and was formed by an 
earthquake, the backwaters from the Mississippi River 
feeding it with water the year ’round. Its charred old 
trees that have remained in the water since the forma- 
tion of the lake years dgo, the rustic appearance of the 
country surrounding, the abundance of game fish and 
other features make it well worth a trip. 


Memphis, the famous West Tennessee metropolis, 
is another city that should interest many who attend 
the Credit Men’s Convention. Located on the banks 
of the Mississippi River, it is one of the oldest and 
best known cities in the South and will furnish oppor- 
tunity for pleasure and enjoyment. 


With the magnolias in bloom, flowers at their pret- 
tiest, and all nature joining to make this an ideal sea- 
son of the year in Tennessee, one should have no 
trouble in spending a vacation or a few days sight see- 
ing and in pleasure. The weather should be ideal, for 
June is one of the most pleasant months of the year in 
Tennessee. The average temperature for June, for 
the last year, was 71.1 degrees. During the days of 
the convention, June, 17, 18, 19, 20 and 21, the tem- 
perature for last year was as follows: June 17, 72 
degrees; June 18, 78 degrees; June 19, 81 degrees; 
June 20, 77 degrees, and June 21, 75 degrees. 
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You Need Not Make a Blindfold Test 
When You Desire to Speed Up Credit Reports! 





Let the Experience of Others Guide You 


Lamson Brothers Co., Toledo, says: 


“We have only words of praise for our Telautograph. In fact, we don’t 
see how we ever got along without it now. 


“One day last week we had one hundred and two applications on which 
we were waiting for reports. The clerks in the credit department were very 
busy with refer charges and other routine work. When we finally had time 
to check up on the Telautograph, we found that during the time we were so 


This Store has a Direct 
TELAUTOGRAPH 
Connection to 
the Merchants Credit 
and Adjustment Co. 





busy, sixty-seven of the reports had come to us. Had one clerk had to take iene 

them over the phone we should have had to have extra help in the depart- 

ment. We were also enabled to make deliveries from these Telautograph re- Other Toledo Stores 

ports and did not have to wait until they came to us in the regular way. with a similar service are 
“We feel that our Telautograph has been put to the most rigid test, as Meyer Jonasson 

we have used it through our Anniversary Sale and our Removal Sale. During The B. R. Baker Co. 


both events we opened an exceedingly large number of accounts. 


The Rainie-Barbour Co. 
The LaSalle & Koch Co. 


“And now in the midst of our Christmas business, it is still giving 100% Stein’s and 


service.” 


The Lion Dry Goods Co. 


All the Stores Named Are Enthusiastic Over This Service! 


The 5 Stores are 
Charles Trankla & Co. 


Herfolsheimer’s Store 
Friedman & Springs Co. 
Wursburg’s Store 
and Young & Chaffee 


Furniture Co. 


The Merchants Service Bureau 
Grand Rapids, says: 


“In checking our records, we found that 50% of our telephone trafic was 
outgoing. This outgoing trafic was mostly the clearing of references and 
bringing reports up to date, and that one-half of this 50% was with our five 
large stores in which we installed the Telautograph equipment. 


“It is now possible for our operators to clear references with these other 
stores and no longer wait several minutes at our end of the line. Under the 
Telautograph plan our ope:ators can do other work while the store is looking 
up the necessary information for us. They, of course, can send us back this 


information without the help of an operator at our end as required by 
telephone.” 


ST. LOUIS AND KANSAS CITY BUREAUS AND STORES EXPERIMENTING NOW ! 


WRITE TO US FOR DETAILS — NO OBLIGATION OF COURSE !! 


TELAUTOGRAPH CORPORATION 


We Have 44 Branch Offices 


16 West 61st St., New York City 
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Analyzing Accounts Receivable 


The following figures are taken from letters received at the National Office, and given to members for 
what they may be worth as statistical information. 


70% OF TOTAL SALES ARE CREDIT 


It is our custom to make a general analysis of ac- 
counts receivable semi-annually, July 31st and January 
31st, sometimes oftener and as I have just completed 
my analysis for January 31st, 1929: 


Accounts 1 to 30 days old ......... 53.04% 
Accounts I to 2 months old ........29.98% 
Accounts 2 to 3 months old ........ 7.560% 
Accounts 3 months and over ....... 9.42% 


AN EASTERN DEPARTMENT STORE 


SEE cialis asad e tens erannow see 30.25% 
GG: 5 asad wasn Keka wean 4 oe ee 
oe eee ere 13.23% 
PE icc aeck putes eter anwed 10.19% 
POSES Bavewiccccvessegeg¥enedh 14.91% 
6 Months and over ................ 9.95% 


In making any analysis of this kind, it must always 
be borne in mind that the credit policy and credit 
clientele of the store, from the credit standpoint, 
should be given consideration. 


A NORTHERN DEPARTMENT STORE 


Analysis as of August 1, covering a five year period. 


Bal. July June May April Older 
Per cent Per cent Per cent Per cent Per cent Per cent 
100 62.62 23.6 8.74 2.38 2.66 
100 62.5 24 9 3.5 I 
100 63 23 10 3 I 
100 63.5 24 9 2.5 I 
100 66 21 7 4 2 


5 Mo. 4Mo. 3Mo. 2Mo. 1Mo. Total 
Pct. Pet. Pct. Pct. Pct. ret. 


Open 

Accounts II 59 45 57 82 69 
Contract 

Accounts 15 32 36 48 10 13 


Percentage of delinquency existing October 1, 1928, 
on total outstanding : 
Open 
Accounts 10.3 2.5 4.3 14 688 100 


Average Collection percentage for the year: 
20.3 381 456 54.7 75.9 64.9 


Average delinquent percentages on outstanding for 
the year: 


15.5 64.1 100 


Comparing two years’ collections, taken through 
March 11: 


1929 16 25 29 28 55 42 

1928 14 26 33 36 66 53 
Collection percentage month of February: 

1929 31 38 39 47 7o «Or 

1928 28 48 49 47 77 63 

1927 42 36 40 39 70 60 

1926 38 46 31 50 62 50 


AN ANALYSIS OF ACCOUNTS RECEIVABLE 
OF A GROUP OF EIGHT STORES LOCATED 
IN VARIOUS SECTIONS OF THE COUNTRY 


One and 


Stores Two Mos. Three Mos. Four Mos. 
I 92.1 5.6 1.1 
2 90.0 5.6 2.0 
3 86.2 6 2.3 
{ 85.3 8.6 2.1 
5 86.2 8.7 1.8 
6 87.8 7.4 1.5 
7 91.8 4.4 1.5 
8 92.8 3.8 1.7 
Atty. 
Five Mos. Six Mos. Prior and Supt. 
.4 2 7 3 
5 5 1.3 2 
8 7 1.7 7 
9 J 2.2 2 
1.0 6 7 1.0 
B 6 2.0 
5 4 8 7 
-4 3 5 5 











Nashville is Ready - Are You? 


Send in your reservation NOW, for the 


best convention you have ever attended. 




















THE CREDIT WORLD for April 








LAMSON 








VERYONE will admit that we don’t do it for we 

know that charge authorizers must see what 
they are doing. To safely approve charge slips they 
must not be asked to take a responsibility that we 
would not assume—approve charge slips sight un- 
seen—to take someone’s word for the information 
that is best verified by actual sight. 


It is only when the written record of sale—the 
salescheck—is brought to the authorizer by the 
Lamson Store System that she is protected against 
the uncertainties of the spoken word—that the 
““blindfold”’ is removed. 


The Lamson man in your section will gladly tell 
you more about this positive method of authoriz- 
ing credits. Your request will bring him to you. 


THE LAMSON CO., SYRACUSE,N. Y. 


Offices in Principal Cities 


Are You Blindfolding Your Authorizers? 





Authorizers are never in doubt 
as to the customer’s name or 
the amourit of sale where a 
Lamson System is used. 


STORE SYSTEMS 


Speed Sales ~Sateguard Profit 











> 
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Washington Bulletin, National 
Retail Credit Association, April 1, 1929 


By R. PRESTON SHEALEY, Washington Representative of the N. R. C. A. 


FOREWORD 

In last month’s bulletin attention 
was directed to the possibility of 
there being some changes in the 
policies to be followed by the new 
Administration even though Presi- 
dent Hoover belonged to the same 
political party as Ex-President 
Coolidge, due to the fact that they 
were different 
That this prediction was not 


characteristically 
men. 
amiss is borne out by recent an- 
nouncements emanating from the 
White House. An almost entirely 
new Cabinet, withdrawal of public 
oil lands prospecting permits, and 
publicity for tax refunds are some 
of the more important changes. The 
indications are that more will fol- 
low from time to time. In connec- 
tion with Cabinet changes, it is in- 
teresting to note that the new Post- 
master General, Walter F. Brown, 
has sent a message to the 360,000 
odd postal employees stating that 
the postal service is to be conducted 
in accordance with the principles 
and practices of successful, com- 
petitive business and industry, but 
without profits as the objective. 
The post Mr. Brown holds has al- 
ways been referred to as being the 
Those 
3rown’s capabili- 
ties are looking forward to a new 
era in his Department, with the 
scrapping of such ideas as politi- 
cal support being the chief requi- 
site for postmasterships, etc., and 
the remodeling of the Department 
so as to acquire the best results 
with a minimum of expenditure. 
Keiail credit grantors are especial- 
ly interested in the operation of the 
Post Office Department, since it is 
to this Department that they are 
largely looking for a favorable re- 
action from the conference with 
Third Assistant Postmaster General 
Regar on March a2ist, at which 
Representative Clyde Kelly, of 


dispensary for patronage. 
who know Mr. 


Pittsburgh, was present, when the 
request was made on behalf of the 
National Retail Credit Association 
by the writer that the return re- 
céipts on registered mail should 
contain the address of the recipi- 
ent, as well as his signature. The 
hearing at the Department de- 
veloped some interesting facts, 
among others that three or four 
bills have been introduced at vari- 
ous times in Congress covering this 
subject but that they have never 
been reported out of the committees 
to which they were referred for 
consideration. An_ investigation, 
however, discloses that there is an 
increasing need for such a receipt 
since the introduction of the first 
measure by Senator Nelson, of 
Minnesota, in the 64th Congress, 
1915, and that this demand does 
not come alone from credit grant- 
ors, but from various other lines 
of industry and endeavor, such as 
banks, public libraries, etc. 
BANKING AND FINANCE 

With Senator Carter Glass and 
others on the warpath it is becom- 
ing increasingly evident that the 
Senate will be the scene, in the 
coming extra session, of some in- 
teresting developments in regard to 
the Federal Reserve System. Sen- 
ator King has indicated that he will 
introduce a resolution immediately 
on the convening of Congress call- 
ing for a thorough inquiry by the 
Banking and Currency Committee 
of the System. Undoubtedly, Sena- 
tor Glass will introduce again his 
bill to increase the reserve balance 
required of member banks of the 
Federal Reserve System on their 
time deposits from 3 to 5 per cent. 
It is expected that if this bill is en- 
acted into law it will remove about 
$300,000,000 from _ speculative 
channels. As financial measures are 
of interest to credit men, some of 
the more important bills pending 


before the House and Senate Bank- 
ing Committees on March 4 last 
are listed as follows: 
5. 667, S. 1140, S. 1573, S. 1574, 
. 1706, S. 1993, S. 1994, S. 2854, 
. 2899, S. 3024, S. 3508, S. 3684, 
. 4175, S. 4486, S. 4523, S. 4534, 
4577, 5. 5302, S. 5349, S. 5567, 
5571, S. 5572, S. 5723, S. 5695, 
. R. 124, H. R. 226, H. R. 363, 
H. R. 408, H. R. 5572, H. R. 5576, 
H. R. 5700, H. R. 6068, H. R. 
7187, H. R. 8727, H. R. 10764, H. 
R. 11066, H. R. 11199, H. R. 
11689, H. R. 11806, H. R. 12349, 
H. R. 13070, H. R. 13153, H. R. 
13173, H. R. 13849, H. R. 13937, 
H. R. 13978, H. R. 14000, H. R. 
14058, H. R. 16133, H. R. 16275, 
H. R. 16823, H. R. 16930, S. Res. 
21, S. Res. 113, H. Res, 336 and 
H. J. Res. 414. 

DEPARTMENT OF COMMERCE 

The Division of Domestic Com- 
merce has undertaken a comprehen- 
sive inquiry into credit conditions 
with particular reference to the re- 
tail grocery industry in Philadel- 
phia. Information will be obtained 
on the amount of capital with 
which the businesses were started, 
the length of time when the owner 
or owners were in business previ- 


TAnnny 


ously and the kinds of businesses in 
which they had engaged, the source 
of capital, the number of wholesal- 
ers who are supplying them on 
credit basis, the percentage of their 
sales made on credit, significant in- 
formation on their credit losses, 
sources of credit information, etc. 
A similar survey has been under 
way in Louisville, Ky., during the 
past few months. A phase of the 
study which seems to promise espe- 
cially pertinent facts is a study of 
the causes of failure of grocery 
stores which are in the bankruptcy 
courts at the present time and a 
number of others which have gone 
through bankruptcy courts. A sim- 
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ilar analysis will also be made of 
the failures of stores whose affairs 
have been settled outside of the 
courts. When this study is com- 
pleted, it is hoped to make similar 
studies in other lines of retail trade, 
though neither the city, nor the 
lines to be studied have been defi- 
nitely determined. 
MeEcHANICS’ LIENS 

The Standard State Mechanics’ 
Lien Act Committee of the Depart- 
ment of Commerce announces that 
a meeting of the committee will be 
held in the very near future to con- 
sider the suggestions received in 
response to the second tentative 
lraft of the act which was mailed 
to thousands of people throughout 
the country. These suggestions 
after being compared and classified 
are quite numerous. Building 
material credit managers, particu- 
larly those in the Southern States, 
are familiar with one of the sugges- 
tions that will be considered, i. e., 
the proposed draft of the act which 
was made public about six months 
ago by the Southern Builders Sup- 
ply Association. These suggestions, 
together with any new comments 
that may be offered will be given 
consideration at the meeting of the 
committee. 

It is worthy of note that in the 
winter and spring meetings of the 
state legislatures, some of which 
have already adjourned, no general 
revision of state mechanics’ lien 
laws have been attempted, the evi- 
dent thought being to wait the 
adoption of a standard mechanics’ 
lien law. 

The Division of Domestic Com- 
merce announces that in a question- 
naire survey recently completed by 
the School of Business Administra- 
tion, University of Oregon, the fol- 
lowing reasons were assigned for 
ceasing to deal with individual gro- 
cery, drug, or dry goods stores: 


Cause for Percentage of 


Making Change Replies 
ee eee ate e! 14 
Delay in store service ....... 10 
Poor quality of goods ....... 10 
Indifference of sales people... 9 


Haughtiness of sales people. . . 
Errors 


Overinsistence of sales people. 6 
Attempted substitution of 
Se eee 
Tricky methods ............ 6 
Store arrangement or 
re 6 
Wrong policies of management 6 
Misrepresentation of goods... 5 
Reluctance to exchange goods. 4 
Ignorance of goods ......... 3 
Poor advertising ............ I 


SC ee ae er ee 100 

It appears from the above that 
poor salesmanship was blamed in 
48 percent of the cases, if “errors” 
are assumed to be the fault of sales 
people, and managerial policy and 
methods in 41 per cent, exclusive of 
unfair trade practices, which ac- 
counted for the remaining I1 per 
cent. 

CoMPTROLLER GENERAL 

Government shipments handled 
by the Railway Express Company, 
Inc., are subject to land-grant de- 
ductions when transportation is 
over land-grant railroads according 
to a ruling of Comptroller General 
McCarl. The ruling holds that un- 
der the plan of operation of the 
Railway Express Company, Inc., 
there appears to be no reason why, 
in so far as concerns land-grant 
deductions from express charges, 
the corporate entity of the express 
agency should not be disregarded 
and the matter treated as if the ex- 
press services actually were per- 
formed by the land-grant railroads 
instead of through the agency of 
the express company. 

Census BuREAU 

Due to the failure by Congress 
to pass H. R. 393 during the ses- 
sion just concluded, the Bureau of 
the Census announces that the pro- 
posed census of distribution, pro- 
vided for in that bill, will have to 
be abandoned. However, should 
Congress provide for this work by 
passage of a bill at the special ses- 
sion the Bureau will be ready to 
undertake it in 1930, according to 
Director Steuart. 

RESALE PricE MAINTENANCE 

Representative Clyde Kelly, of 
Pennsylvania, has announced that 
he proposes to introduce a bill in 


the 71st Congress which will be 
designed to legalize resale price 
maintenance “for the protection of 
trade-mark owners, distributors and 
the public against price cutting” 
and that there appears to be excel- 
lent prospects of it being enacted 
into law. A similar measure is to 
be sponsored in the Senate by Sen- 
ator Capper, of Kansas, according 
to Mr. Kelly. 
SUPREME Court DocKET 

The Supreme Court of the 
United States has under considera- 
tion, after hearing oral arguments 
and receiving printed briefs there- 
on, about forty cases. When it re- 
convenes on April 8, it is expected 
that decisions may be handed down 
on several of them. Among the 
more important cases is that in 
which the Court has been called 
upon to pass upon the power of the 
President to defeat the enactment 
of a bill, passed by both houses of 
Congress, by means of a “pocket- 
veto.” It is contended that while 
the President has this power in con- 
nection with a bill which comes to 
him at the end of any particular 
Congress, such is not the case 


T- rn to page 32, please 


COLLECTIONS 


Your collections in 


SOUTH DAKOTA 


will receive prompt at- 
tention if sent to the col- 
lection department of the 


C Associated Retailers 


Pierre, South Dakota 





Reasonable Rates 
* Regular Reports 


The Associated Retailers 


CREDIT BUREAU 


P.O. Box No. 34 
Pierre, South Dakota 


Credit Reports - - - = Collections 
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Make Reservations Now!! 


The 17th Annual Convention 
National Retail Credit Association 


Nashville, ‘Tennessee 
June 18 - 21, 1929 


Special Railroad rate of Fare and One Half to all 
members and their families. 


Four days of Credit Education. 
A week of Entertainment. 
Take your Vacation during the week of June 17th. 


Tell us what reservations you desire, so the Nashville 
Committee will give you personal attention. 


Dowt Wait Until the Last Minute 


National Retail Credit Association 


Executive Offices -- St. Louis, Mo. 




































Common Sense and 


Credit 


(Continued from page 5) 


Sometimes the worrying 
process is pretty well drawn out. The pay-cash basis 
makes one more careful and more conservative about 
how he spends his money, and in reality reduces the 


and then “worry it out.” 


consumption of the individual unit, while time-pay in- 
creases individual consumption, and adds the natural 
credit hazards. 

Now folks—getting back again to the real basis of 
this story—that of Common Sense and Credit. In 
my past personal experience, both in relation to my 
own human problem, and in calling upon others in 
collection matters, I have found these facts to be in- 
variably true in each case: 

-if, when the customer applies for credit, he were 
given to understand, in a nice plain human way, that 
his account must be entirely or largely paid on a cer- 
tain definite date, and that same customer were noti- 
fied several days before that date, and then pressed a 
little until he paid, his account would always be in 
good standing. 

—if, a customer has had some unfortunate circum- 
stance beyond his control, the merchant would have a 
heart to heart talk with this customer, determine what 
his present earning is, and then arrange a certain defi- 
nite payment, to be made at a certain definite time, the 
customer would pay that bill just as regularly as he 
ate his meals, because it would be a current matter, 
on his mind at all times. 

-if, a customer were reprimanded immediately 
upon his failure to meet an obligation, and a collector 
sent, or a phone call made, his conscience or his nat- 
ural desire to protect himself would cause him to find 
the means of meeting his obligation. 

-if, a merchant would set a definite credit limit, 
per customer, and stick invariably to that limit, regard- 
less of his regards for that customer, his accounts 
would always be kept in better shape. If you set your 
credit limit at $60, make it that and keep it there. 
When a customer gets to $60.35, they either pay the 
35 cents cash or they do not get the goods. 

-if, a merchant who has had a customer leave him 
with an outstanding account, would call upon that cus- 
tomer and endeavor as far as possible to reason with 
them, urge them to pay just a small amount, or what- 
ever they can, but DO IT REGULARLY, many old 
accounts could be cleared up. 

Mr. Merchant, that money is yours! You have 
given your full quota to charity! You cannot afford 
to give that amount away without depriving your fam- 
ily, your business and your self of your own needs. 
Get after ’em; keep after ’em, but do it systematically. 


Turn to page 26, please 
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Sends typewritten messages 
over telephone wires 


—— * 


The Telephone 
Typewriter 


is employed by Saks & Company to ex- 
change credit information between 
their two New York stores 


Saks & Company, whose two great stores serve New York’s 
millions, are enthusiastic users of Teletype . . . the Tele- 
phone Typewriter. They say: 

“The records of all our accounts are kept at the 5th Avenue 
store. If a customer applies for credit at the 34th Street store, 
a telephone typewriter request as to the standing of the 
account is sent to the 5th Avenue store. 

“The records are immediately looked up and the 34th Street 
store is notified. This saves the salesman a great deal of time 
as, after he has rent for the desired information, he goes 
about making whatever sales the customer desires. By the 
time he is finished the necessary information is waiting for 
him on the telephone typewriter.” 

Because Teletype transmits information in typewritten form, 
it is particularly well adapted to credit work. Figures and 
peculiar names and addresses are recorded so legibly that 
misunderstandings are impossible. As the sender sees what 
is being printed by the receiving machine, errors in trans- 
mission seldom occur. 

Every department store and credit bureau should investigate 
the time and money saving possibilities of Teletype... the 
Telephone Typewriter. Address the Teletype Corporation 
(formerly Morkrum-Kleinschmidt Corp’n) 1400 Wright- 
wood Ave., Chicago. 


TELETYPE) 


THE TELEPHONE TYPEWRITER 
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Common Sense and 
Credit 


(Continued from page 25) 


I have never failed to collect a bill yet, which I 
claim is a good streak of luck. A few years ago I 
was interested in a mail order business. One party 
stepped out leaving a very good sized account unpaid. 
I turned over one stone at a time, until I finally found 
the one under which he was hiding. I thoroughly im- 
pressed him with the importance of his debt, and with 
the fact that so long as he lived he would be charged 
with that debt and pressed with it. I carefully studied 
his business conditions and relations. I knew him to 
be broke at the time, but I kept careful track of him 
for three long years, until he finally “arrived” at a 
good position, and after placing him on a definite 
pay basis I finally received the amount due plus the 
interest. ‘The moment one of our association members 
hands me a “hopeless” account I figure out the inter- 
est and tack it on the account. If you are going to 
collect you might as well collect the interest. When a 
person intentionally dodges an account he should pay 
and pay it all. There will be enough loss in the cost 
of collecting, without losing the interest on that money 
too. 

I sincerely believe that 999 out of every 1,000 ac- 
counts are collectable. No person living can afford to 
have a persistent parasite of an unpaid account follow- 
ing him. I sincerely believe that the greatest percent- 
age of the percentage of credit loss is traceable direct- 
ly to the apathy of a paid trained employee. After a 
few usual stock reminders and demands are sent out, 
and a collector with nothing on his mind but his hat, 
returns with the report that “Party has moved ; where- 
abouts unknown,” and after the account is then duly 
reported to the credit association, it is filed and charged 
off as a loss. Thousands of such accounts could be 
traced, with mighty little detective work and ingenuity 
and eventually collected. I sincerely believe that if 
firms who employ collectors at $18 per month would 
spend another quarter for a tin star, and puff the col- 
lector up with the fact that he is not a “collector” but 
a “private detective” for the store, he would be so 
thrilled and so anxious to locate the culprit that in 
nine cases out of ten he would actually trace the ac- 
count down and even effect a collection. Of course 
private detectives are only needed by stores affording 
cheap help in collections. 

In winding up let me tell you one further experi- 
ence and then—as the great speakers always say— 
“T’m through.”—lIh ad a certain note falling due every 
three months. It was my policy to pay something on 
the principal and then renew the note for the balance. 
This was the agreement I had made with the note- 
holder. It so happened that the note was arranged to 
fall due at the time I made my usual payments, but 
very strangely I never received a notice of any kind. 


I went on as I have previously described, paid my 
current bills and had provided the usual “safety fund” 
for incidental expenditures. Then lo and behold, sev- 
eral days later I would receive an urgent special deliv- 
ery letter from the noteholder that my note had not 
been paid or renewed, that the bank had deducted the 
amount from his bank balance, and that he was greatly 
embarrassed. Of course I had completely forgottet 
it in the stress of trying general conditions. So I had 
to bustle about, get a new note, squeeze in a payment 
that would have been comfortably taken care of, and 
send it by special delivery, in most instances to have 
it returned because I had figured the interest wrong 
or written the wrong date, or some other fool thing. 

After this trying condition happened several times 1] 
finally, after much pleading, got the noteholder to have 
his bank issue a regular notice, five days before due 
date, including a blank note to be signed by me and 
returned with my payment, with the result that there 
was never any further trouble. I pay the note up 
earlier than I expected, always a day or two in ad- 
vance, without any further embarrassment to any of 
us. 

Really, Mr. Merchant—how can you expect a per- 
son to pay their. bill if you shuffle along and then in a 
half-hearted way whisper something about it a week 
or two after it is due? It’s a business transaction; 
why not talk about it frankly and nicely? The mo- 
ment you see a salesman enter your door, up goes 
your guard, and you spar around to a finish,—but, the 
minute a customer enters who owes you a neat bill, 
you sneak around behind the counters, hide your face, 
and fear lest you make them angry. Make ’em angry, 
if you have to, to get your own money. It often takes 
a good fight to get down to a fair basis. Treat ’em 
right, and get your money too! 





Credit Department 


Forms 
(Continued from page 14) 


Ledger Sheets, Statements, etc., will vary too much 
according to accounting methods of different firms fo 
discuss in a talk at this time. 

Chattel Mortgage forms are well defined and will 
vary according to business. 











Nashville is ready—Are You? 


Send in your reservation NOW, for the 


best convention you have ever attended. 


























Lincoln Credit Organization 
Celebrates Fortieth 
Anniversary 


O N March 12, 1889, a group of business men of 


Lincoln, Nebraska, met and organized the 

Nebraska Credit Company, which has for 
forty years continuously served the merchants of 
Lincoln. 

Few Retail Credit Organizations can boast a con- 
tinuous service record covering so long a period. Few 
can claim the whole-hearted support of the Retail 
Merchants of the community as can the Nebraska 
Credit Company of Lincoln. 

The secret of the success of the Nebraska Credit 
Company was the dedication of its officers to service, 
which could not be excelled and the vision to co-ord- 
inate the Reporting Bureau efforts with the changing 
needs of the Credit Manager. 

It was fortunate that twenty-five years ago Mr. Max 
Meyer became identified with the service of the Ne- 
braska Credit Company. He is a man of exceptional 
ability as a Credit Bureau Manager and has been a 
leader in the Councils of the National Association, as 
well as a promoter of complete harmony among the 
Retailers of Lincoln. 

Max Meyer is a member of the Old Guard, a char- 
ter member of the National Retail Credit Association, 
a man who, while operating a Private Owned Bureau, 
realized the first duty of a Local Credit organization 
is to render the service the Merchants demand and as 
a result he has the whole-hearted support of every 
worth-while Retailer in Lincoln. He has built his or- 
ganization from a mediocre Reporting Agency to one 
making 225,000 ratings per year, 2,000 Credit Reports 
per month. He has consistently added new equip- 
ment and systems to meet the requirements of in- 
creased Credit extension. 

The officials of the National Retail Credit Associ- 
ation extend to the Nebraska Credit Company, and to 
Mr. Max Meyer, its most hearty felicitations on its 
fortieth birthday, and wish you continued success. 
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OFFICIAL NOTICE 


Conforming with the By-Laws of the National 
Retail Credit Association, official notice is here 
given to all members, that the Annual Convention 
of the organization will be held in the city of 
Nashville, Tennessee, on June 18-19-20-21, 1929, 
and at this Convention the annual election of of.- 
ficers will take place the third day (June 20). 


The officers to be elected are as follows: 
President 
First Vice-President 
Second Vice-President 


Six Directors—Five by expiration of term 
and one because of vacancy on board 
filled by the Board at meeting in Kan- 
sas City in June, 1928. 


The officers whose term expires are President, 


James R. Hewitt, Baltimore; Vice-President, Justin 
H. Edgerton, New York, and Directors: 


J. E. Ziegelmeyer, Texas. 
E. J. Dollard, California. 
Chas. Martin, Massachusetts. 
F. E. Parker, Michigan. 
R. J. Puckett, Kansas. 
*W. R. Bryan, Kentucky. 


*Mr. Bryan was elected by the Board of Directors 
to fill the vacancy created by the resignation of 
Mr. Talkes of Washington, whose term did not 
expire until 1930. 


Every member is entitled to vote, either in per- 


son or by proxy, duly registered with the Creden- 
tials Committee. 


The Nominating Committee will be appointed 
by the President on the first day of the Conven- 
tion and all members have the privilege of appear- 
ing before this Committee for presenting endorse- 
ments of any candidate for office. 











Nashville is Ready—Are You? 


Send your reservation now, for the best 
convention you have ever attended. 
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CREDIT WOMEN OF CLEVE- 
LAND ORGANIZE 

Newest addition to the list of 
Cleveland’s business women organi- 
zations is the Woman’s Credit 
Club, which announced recently 
the results of election of officers 
held at its organization meeting. 

Miss Catherine Doody, depart- 
ment manager for the Cleveland 
Retail Credit Men’s Association, 
was named president; Miss Helen 
Hawk of the credit department of 
the Halle Bros. Co., secretary, and 
Miss Daphne DeHart, credit man- 
ager for the Webb C. Ball Co., 
treasurer. 

The Woman’s Credit Club is 
formed as an auxiliary to the 
Credit Men’s Association. 

“The purpose of the club,” Miss 
Doody explained, “will be to dis- 
seminate credit ideas, train new- 
comers in credit work, and provide 
social contact designed to bring to- 
gether women of congenial tastes 
and similar business ideals. The 
club will provide a meeting ground 
for the women doing credit work 
for the 2,700 or more members of 
the Credit Men’s Association.” 


ASHEVILLE 

Dewey W. George, for years 
Secretary and Treasurer of the 
Retail Credit Association of Knox- 
ville, Tennessee, has resigned that 
position to become Manager of the 
Asheville Merchants Association 
about April 15. 

Mr. George made an excellent 
record in Knoxville, developing an 
efficient Credit Bureau and bring- 
ing together the Retailers in an ef- 
ficient organization. The mer- 
chants of Knoxville expressed 
much regret at losing him, but re- 
alized he was only leaving because 
of the desire to go into fields pre- 
senting greater possibilities. 
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Flashes 


From the National Office 


A. C. BITTLE SUCCEEDS 
GEORGE 

Mr. A. C. Bittle, of the City Na- 
tional Bank of Knoxville, Tennes- 
see, has been elected Secretary- 
Treasurer of the Retail Credit 
Association of Knoxville, to suc- 
ceed Mr. Dewey George, who goes 
to Asheville, North Carolina, as 
Manager of the Merchants Associ- 
ation. 

Mr. Bittle has been a Director of 
the Knoxville Association for 
years and is thoroughly familiar 
with the requirements of his city. 
He is live, aggressive, and has 
every qualification for a successful 
leader. 





BRING THE LADIES TO OUR 
CONVENTION 


Mrs. R. H. Poindexter, as Chair- 
man of the Ladies’ Committee of 
the National Retail Credit Associa- 
tion Convention at Nashville, ad- 
vises her Committee, composed of 
the wives and daughters of the 
leading business men of Nashville, 
have arranged a wonderful pro- 
gram for entertaining the visiting 
ladies while the Convention is in 
session. Sightseeing Tours, Re- 
ceptions, Teas, Bridge, Golf, will 
make time fly. In the evening, of 
course, the ladies attend the fea- 
tures arranged for the entire mem- 
bership. 

Bring the ladies and remember 
they are entitled to special railroad 
rates, if you ask for a Certificate 
when you purchase your ticket. 


DAVE. 











SPOKANE RETAIL CREDIT 
ASSOCIATION USE RADIO 
FOR PROMPT PAY ED 
UCATION 
The Associated Retail Credit 
Men of Spokane, Washington, 
have arranged with Radio Station 
KGA and the Spokane Chronicle 
for broadcasting a series of talks 
on the value of paying bills prompt- 
ly. This plan was given a try-out 
last year and proved so effective it 
was arranged to go into it more 

extensively. 


OAKLAND CALIFORNIA, 
NOW HAS 308 NATIONAL 
MEMBERS 

Through the persistent efforts of 
Mr. S. E. Shermantine, Secretary- 
Manager of the Retailers Credit 
Association of Oakland, California, 
and the vision of the Board of Di- 
rectors of that organizations as to 
the value of the National Retail 
Credit Association to every Retail- 
er, the entire membership (308) of 
the Retailers Credit Association 
have become National members, 
making Oakland one of the largest 
Local Associations in the National 
body. 

The Annual Conference of Cali- 
fornia Credit Bureau Managers 
will meet in Oakland, April 19 and 
20. 





Your Collections 


— wea 


— Detroit 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organiza- 
tion owned by the merchants, 
for their protection, are self- 
evident. 


Rates Reasonable 
Safety Assured 


Address: 


MERCHANTS BLDG. 
206 E. Grand River Avenue 
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LOVISVILLE ASSOCIATION 
PRESENTS GAVEL AND 
BLOCK TO NATIONAL 
ASSOCIATION 

The Retail Credit Association of 
Loursville, Kentucky, have present- 
ed a handsome inlaid gavel and 
block to the National Association 
for use at the Nashville Conven- 
tion. 

This gift has added interest be- 
cause it was made by National Di- 
rector W. R. Bryan, who in addi- 
tion to being a Credit executive, is 
also an expert woodworker, and re- 
laxes from a hard day at the office 
by running a lathe and piecing to- 
gether many kinds of wood in ar- 
tistic designs. 


Lyon Metal Products, Inc., Au- 
rora, Ill., has improved the cabinet 
line known as “Durand.” These in- 
clude wardrobe and storage cab- 
inets and a cabinet for the small of- 
fice affording space for clothing, of- 
fice or janitor’s supplies, etc. 

The frame is welded at all four 
corners so as ty form a one-piece 
construction. 

The doors are reinforced and are 
protected by a three-point locking 
device controlled by a flat key lock. 
When doors are properly locked, 
contents are safe from petty thiev- 
ery. Cabinets are finished with two 
coats of green enamel baked on to 
withstand hard use. 





THE NORTHWEST CONFER- 
ENCE OF THE NATIONAL 
RETAIL CREDIT ASSOCIA- 
TION, WENATCHEE, 
WASHINGTON, MAY 20 
AND a1. 

An annual event of great impor- 
tance to the Retailers of Washing- 
ton, Oregon and Idaho is the 
Northwest Conference of the Na- 
tional Retail Credit Association, 
which will be held this year in the 
city of Wenatchee, Washington, on 
May 20 and 21. 

Conference President, E. V. Jen- 
sen, who is also President of the 
Wenatchee Business Men’s Associ- 
ation, has prepared a program that 
will mike ti.is a most profitable 
meeting for inv Retailer or Credit 
Manage 


National Director R. E. West- 
berg of Seattle, Past National 
President Ralph Watson of Spo- 
kane, and Association leaders from 
Seattle, Portland, Tacoma, Boise 
and several Canadian cities will be 
on the program. Every Credit 
Granter in the Northwest should 
attend. 





CLAYTON J. ALLEN RE- 
SIGNS FROM MANDEL 
BROTHERS 

Clayton J. Allen, who for the 
past two years has been General 
Office Manager of Mandel Broth- 
ers, Chicago, has resigned, to take 
effect April 15. 

He expects to take a much need- 
ed vacation and spend the summer 
at his home, Velvet Beach, Merri- 
field, Minnesota. 

Mr. Allen is one of the best 
known credit executives in the 
country, a charter member and or- 
ganizer of the National Retail 
Credit Association. For years he 
was Credit Manager of Young & 
Quinlan, Minneapolis, and Presi- 
dent of the local Credit Association 
in that city. 

He then became Credit Manager 
of B. Nugent & Brother in St. 
Louis, and also President of the 
Associated Retail Credit Men of St. 
Louis. 

He has been active in the coun- 
cils of the National Retail Credit 
Association, serving on many im- 
portant committees. 

He has not as yet planned for his 
business connections, which he in- 
tends to resume next fall. 


WOODLOCK IN CALIFORNIA 

D. J. Woodlock, Manager-Treas- 
urer of the National Retail Credit 
Association, will spend the month 
of April in California, attending a 
series of meetings, beginning April 
13, with a Conference of Califor- 
nia Credit Bureau Managers at 
Pasadena and ending with a Con- 
ference of the Credit Managers of 
the State at Oakland on the roth 
and 20th. Stops for noon and 
evening meetings will be made at 
many points. 


Turn to page 32, please 





25 Used Kardex Cabinets 


$55.00 each. F. O. B. 
Grand Rapids, Mich. 


Holds 950 cards 6x4 Olive 
Green. A-1 condition. 
Would cost $114.00 new 
to-day. 


a 


Mercuants Service Bureau 


Grand Rapids, Mich. 











Chicago 
Collections 


Should be sent to the 


Credit Service 
Corporation 


Collection Department of 

the Chicago Credit Bureau, 

Inc., and Credit Reference 
Exchange, Inc. 


The Official Credit Reporting 
Service of the 


Associated Retail Credit 
Men of Chicago 


35 So. Dearborn St. 
Chicago, IIl. 


Telephone, Randolph 2400 


Credit Reports Collections 
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Auditors Verification 
of Accounts 
Increase Collections 


The following form of Auditor’s Verification of Ac- 
count has been used successfully by some of our mem- 
bers in closing long past due balances. 


With each form is a return envelope addressed to the 
Auditor, and the percentage of those who include a 
check in their reply indicates a large majority of custom- 
ers desire to stand well with the Auditors. 


Verification of Accounts 


Pt fk UL Ye 
the books of the SMITH, JONES & BROWN CO. 
showed your indebtedness to that company in the sum of 


Ry te eed re Oe ee Ae eee Se ee Of this 


If this is not in accordance with your records, or if 
for any reason the account cannot be paid promptly, 
please call on us in person bringing this letter or write 
your reply on this letter and mail to us. 


Otherwise the account will be considered correct as 
rendered. THE SMITH, JONES & BROWN COM- 
PANY will appreciate prompt remittance of any past 
due balance at this time, so that the account will not ap- 


pear in arrears when our.......................... annual statement 
is rendered. 


For your convenience, a stamped addressed envelope 
is enclosed for remittance or reply. 


Thanking you for your co-operation at this time, we 
are, 


Yours very truly, 


AUDITOR, 
Smith, Jones & Brown Co. 


P. S.: The above is not a request for payment of pur- 
chases made since............ which become due 





Man 39 years of age—married and has family—ac- 
countant and auditor for past 15 years. For past six 
years has been combination auditor and credit manager 
for large retail store in middle southern state. In pres- 
ent position for past two and one-half years, but wish to 
make a change. Address Box F—Credit World. 
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“Retail Credit 
Practice” 


The Latest and Best Book 
Covering Every Angle 
of Retail Credit 


Seven hundred members: of the 
N.R.C.A. have purchased this book 
and all agree it should be on the desk 
of every Retail Credit Manager. 


The authors, John T. Bartlett and 
Charles M. Reed, explain in a simple 
and interesting way present day 
methods for increasing efficiency, 
eliminating loss and promoting in- 
creased sales. 


The Price is $4.00 per Copy 


Order from 


National Retail 
Credit Association 


Equitable Bldg., St. Louis, Mo. 


























REGISTER Nowtt 


The 17th Annual Convention 





National Retail Credit Association 


at 


Nashville, Tenn., June 18-19-20-21 


Register Now—Avoid Confusion 


Mail to Registration Committee, 606 Equitable Bldg., St. Louis, Mo. 


FILL IN THIS FORM AND MAIL TO NATIONAL OFFICE 








I asisniisinsecslntahiinataiaicinsininitibbstiveneateinlsab biiilaithibaiiinangin City 





Group Conference 
(Indicate here what conference you desire to attend, as Dept. Store, Hardware, Clothing, Etc.) 


























I Fa prereset nrenrceeninneinigranitiniinatininpinisctnenpennaiarnmsictehinidiadiditaaiaaialasdiaantiabenteanibitinniaianen 
HOTEL RESERVATIONS 
Hotel —Single or Double Room— 
With or Without Bath Rate $ 
TL ae ee Cae eR Mee 
SS eee ere 





Registration Fee, $10.00, Including Ticket For Banquet 


HERMITAGE HOTEL ANDREW JACKSON HOTEL 
Single $2.50, 3.00, 3.50, 4.00, 5.00 SAM DAVIS HOTEL Single $2.50, 3.00, 3.50, 4.00, 5.00 
Double, $4.00, 4.50, 5.00, 6.00, 7.00 Single, $2.50—Double, $4.00 Double, $4.00, 4.50, 5.00, 6.00, 7.00 





“TO ALL COLLECTORS” 
Altho you may be fair as dawn— 
And graceful as the gentle fawn— 
Eyes like violets bright with dew— 
I hate the very sight of you! 
Your voice may be a soft sweet 
tune 

And lovely as a night in June— 

A godlike creature you may be— 

Sut you are poisonous to me. 

I hate your looks, your voice, and 
oh 

I itch to tell you where to go— 

But [ll just pray that some sweet 
day 

There'll be a bill that you can’t 
pay. 

And that a tribe of preying snoops 

Will haunt your door in harping 
groups 

And that. you’ll know no peace 
until 

You pay that d—— past due bill. 
—Contributed by L. L. Meyer, 

Houston, Tex. 





IRVING-PITT ANNOUNCES 
NEW VI-DEX 

The latest addition to the field of 
visible record keeping is offered by 
the Irving-Pitt Manufacturing 
Company in its new Prong Binder 
Vi-Dex. 
take care of visible records in large 
quantities—completes the Vi-Dex 
family. 

The feature the new 
Prong Binder Vi-Dex is its abso- 
lute simplicity. One quick touch of 
the finger on the operating lever is 
the only mechanical operation nec- 
essary in the whole process of using 
the book, all others being automatic. 
When the book is open the records 
lie flat for reference. A push of 
the lever opens the book still fur- 
ther, automatically arranging the 
records on a flat surface for writ- 
ing. ‘Third position throws the 
prongs open for the insertion, re- 
moval or rearrangement of sheets. 
The simple act of closing the book 
automatically locks the sheets back 
into the first position. 


This book—designed to 


first of 
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Flashes 


(Continued from page 29) 


The Vi-Dex Transfer Shift Bar 
is an interesting feature of the new 
device. It enables the user to 
transfer an entire bank of sheets at 
one operation without rearranging 
them individually. 

Another welcome feature is the 
hydroiloid paper stock of the sheets. 
Colored crayons may be effectively 
used on this stock for signalling 
purposes and later erased without 
affecting the surface of the paper. 
Celluloid and metal tabs are also 
used to supplement an unusually 
complete indexing system. 





SNAPPY FILLERS FROM 
“CREDIT ECHOES” 

A lot of people who are “keenly 
conscious of their accounts” seem 
to be unconscious as far as pay- 
ment is concerned. 

When you dun a customer who 
paid his account the day before, 
and you get a curt letter, and you 
phone to apologize, and he says, 
“That’s all right, old man, I know, 
I am in the same business myself,” 
“Ain’t It A Grand And Glorious 
Feeling” ? 

In paying many accounts, the 
Spirit is willing but the Bank Ac- 
count is weak. 

Customers’ Motto: When In 
Doubt, Ask For An Itemized Bill. 


Washington Bulletin 
(Continued from page 23) 


where a bill comes to him for his 
signature at the end of the first 
session of a Congress. Should the 
Court uphold this contention, 
which is supported by Senator Nor- 
ris, Chairman of the Senate Judi- 
ciary Committee, it would give va- 
lidity to the act passed at the end 
of the first session of the 7oth Con- 
gress relating to Muscle Shoals, as 
well as many other acts which Ex- 
President Coolidge failed to sign. 
Two other cases of importance are 
those involving the question as to 
whether a Congressional Commit- 
tee has the power to compel a wit- 


ness to answer questions on sub- 
jects which are then the basis of 
litigation in the Federal Courts— 
the Sinclair case, and the Five Cent 
Fare case, dealing with the ques- 
tions of whether the fare to be 
charged on the city-owned subways 
of New York City should be five 
or seven cents. 
Court Decisions 
BANKRUPTCY 

The Circuit Court of Appeals 
for the Third Circuit has recently 
rendered a decision in the case of 
Rash, bankrupt, vs. Metzger, up- 
holding the action of the District 
Court in revoking a discharge in 
bankruptcy upon a finding that 
while no fraud existed there was a 
lack of notice to the creditors of 
the bankrupt. It was disclosed at 
the hearing that only 6 of the 81 
creditors listed in the schedules 
were given with street numbers, the 
addresses of the others’ being 
merely by the names of cities such 
as Chicago, Pittsburgh, New York, 
etc., and that 18 of the creditors 
had not received the notice. The 
bankrupt contended that the Dis- 
trict Court, sitting in bankruptcy, 
could only revoke a discharge on a 
finding of fraud. 

In the case of Amick et al. vs. 
Mortgage Security Corporation of 
America et al., the Circuit Court 
of Appeals for the Eighth Circuit 
upheld the action of the District 
Court in denying the right of cred- 
itors to appeal from a ruling of the 
referee in bankruptcy in their own 
names. In dismissing the appeal 
the court held that the trustees, as 
representatives of all the creditors, 
may appeal from the referee’s 
order, and if he refuses to appeal 
the objecting creditor may move the 
District Court to direct the trustee 
to take an appeal as requested, or 
to permit the creditors to prosecute 
an appeal in the name of the trus- 
tee, but the granting of such leave 
is in the absolute discretion of the 
District Court, and the decision of 
the District Court is not appealable. 

















